













MERICAN = 
UMBERMAN 


ano BUILDING PRODUCTS mencnanviser 








New Developments in 





e@ Unit-load facts 
e End-loading with boom 


e New equipment 


Special Report: 











Punched-Cards for Sales, 
Purchasing Breakdown; 
Cost: $876 Annually. 


— see page 58. 
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Plan concrete constructions with 


WELDED 


Lumber dealers who supply building materials to 
contractors, or who have a ready-mix concrete opera- 
tion themselves, increase sales by stocking, using and 
recommending Welded Wire Fabric reinforcement 
for concrete construction. 

They have discovered that CF&I Clinton Welded 
Wire Fabric reinforcement gives concrete many 
important benefits: 

Permanence—(linton Welded Wire Fabric helps 
concrete resist cracking and provides tensile 
strength to minimize the effect of temperature 
extremes. If a crack develops, the fabric holds it 
tightly together, preventing it from expanding. 


WHEN THEY ASK... 4 


SAY YES... WITH 


THE COLORADO FUEL AND IRON CORPORATION—Albuquerque * Amarillo * 


Billings ° 


WIRE FABRIC 


Low maintenance costs—reinforced concrete 
keeps its smooth, attractive surface for years, 
eliminating repair or replacement costs. 


Inexpensive and easy to install—you just un- 
roll Clinton Welded Wire Fabric in place. It 
more than pays for itself through the many extra 
years of service it imparts to concrete. 


For a more profitable operation, use and recom- 
mend Clinton Welded Wire Fabric. You will in- 
crease sales because you assure customer satisfaction. 
Contact our nearest sales office for more complete 
information. 


CLINTON 


WELDED WIRE FABRIC 


THE COLORADO FUEL AND IRON CORPORATION 
5903 


Boise * Butte * Denver * El Paso * Ft. Worth * Houston * Kansas City 


Lincoln (Neb.) * Los Angeles * Oakland * Oklahoma City * Phoenix * Portland * Pueblo * Salt Lake City * San Francisco * San Leandro * Seattle * Spokane * Wichita 


WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston * 
CF&l OFFICES IN CANADA: Montreal * Toronto * 


Buffalo * Chicago * 
CANADIAN REPRESENTATIVES AT: Calgary * 


Detroit * New Orleans * New York * Philadelphia 


Edmonton * Vancouver Winnipeg 
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| AT. CROSSETT — consistent. quality in lumber 
begins with the scedling in the forest. Even at this 
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early stage, scientifie forest management techniques 


sare used: to\préduice dense, straight logs — the finest 
. % ‘ = _ 


pine grown in the South .. . This kind of care 





assures continuous big mill production in the years 

ahead) Still more important, Crossett?’s managed 

forests help\to\ guarantee you a dependable 

standard of quality. This quality iy a selling 
‘ae 

advantage which. creates profitable répeat orders 
' 

— year after year. 
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Now, luxurious “Custom-made” exteriors... 


faster, at less cost... with the 


Flintkote 





Beginning today, you can give 
homes custom-styled sidewalls... 
at mass production costs. Thanks 
to another Flintkote first—Shado- 
Wall* System for New Construction. 

This new Shado-Wall System 
saves you time and money, while 
adding unusual value to your homes. 

Using 1” x 3” nailing strips you 
install Flintkote Shado-Sheathing 
over your exterior wall studs, elim- 
inating the need for regular 
sheathing. 

Then Flintkote Asbestos Siding 


ee est 


is easily and rapidly applied. 

The result is a handsome, color- 
ful sidewall with the distinctive deep 
shadows that say ‘‘Quality!’’ to 
home buyers. 

And the combination of Flintkote 
Shado-Sheathing and Asbestos Sid- 
ing provides extra insulation... 
increases wall rigidity to give both 
structural strength and eye-appeal- 
ing beauty at the same time. 

Flintkote Shado-Sheathing in 
48” x 1134” x 14” strips serves as a 
self-aligning backerboard for the 


new 


System 





Asbestos Siding. It is coated and 
impregnated to resist termites and 
moisture-penetration . . . and it will 
last for the life of the building. 

Take advantage right away of 
the new Flintkote Shado-Wall 
System to give new homes the look 
of luxury at budget costs. 

Phone your Flintkote Distributor 
or write for further information 
to: The Flintkote Company, 
Building Materials Division, 30 
Rockefeller Plaza, New York 20, 
New York. 


FLINTKOTE «86 42Ghr ledasncenn 
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Simpson Medium Density Overlaid 
Plywood Siding is an exterior-grade 
fir plywood with a resin 
impregnated fiber (CREZON) 
bonded to one or both sides under 
heat and pressure. Color: yellow. 
Available through your distributor. 
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HOW TO SAVE CUSTOMERS 30% + 


on siding installation and painting costs and still 
maintain the quality and strength of natural wood. 


SAVE 30% + ON LABOR. Large, easy to handle 4’ x 8’ Simpson overlaid plywood 
sheets go up fast with fewer nails, less cutting, less waste, less bracing and blocking. 
SAVE 30%-+ ON PAINTING. The overlaid surface has a unique velvety tooth that 
takes paint easier, saves paint and painting time, eliminates the need for sanding, sealing 
and patching. Two coats do the job of three and they last years longer between re- 
painting. Overlaid surface prevents checking and blistering. Specify “Simpson Medium 
Density Plywood.” Write for free sample and additional information. 


RELY ON 
Simpson Logging C ompany 
Sales Office, Plywood and Door Products 
2301 N. Columbia Blvd., Portland 17, Oregon 


Regional Offices in New York, Cleveland, Chicago, Denver, 
Minneapolis, Memphis, Dallas, Los Angeles, Portland, Seattle. 
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LATE AND 
IMPORTANT 


Newscast 





American Lumberman, April 28, 1958 


SALES DRIVES BEGIN AS WEATHER OPENS UP. 


The worst winter in many years is about over, and home building volume 
curves are starting to head upward. The year promises more selling campaigns 
than have been seen in many a day, not only in building but in fields 
competing with the lumber dealer and contractor for the public's money. 































Pioneered by auto dealers, a big and successful effort began in Cleveland. 
The theme — "You Auto Buy Now". Auto dealers in other centers took their cue 
from Cleveland - the idea has been selling cars in Detroit, Chicago, Houston, 
to name a few. 














MILLION DOLLARS TO BE GIVEN AWAY TO SPUR HOME SALES. 


Real estate men in Houston said, "Let's do it, too", set up their own 
city-wide selling drive. Its theme — "Buy A House — Today". The drive pulled 
out all the stops, even included windshield stickers. A Chicago home builder 
joins the push with $1 million dollars to give away. He's building 150 houses 
now, plans 1,100. He'll give every buyer $1,000, which must be spent within a 
year in the community neighborhood. His houses are priced from $21,600 to 
$22,750, are financed with conventional and FHA loans. (The builder owns the 
shopping center where the money must be spent — it'll help his commercial 


tenants). 











































MANUFACTURERS GET ABOARD, TOO. 


Manufacturers are getting excited. Already more than two-thirds of the 
exhibit space for next December's NRLDA Building Products Exposition has been 
spoken for, including 18 manufacturers never before showing their wares to 
lumber dealers at this annual event — here's proof that manufacturers 
will be getting behind retailers’ selling efforts this year as never before, 
sensing the sales excitement in the air this Spring. 


















Radio stations are coming to the aid of lumber dealers, too. As of today, 
856 broadcasters have asked the Home Improvement Council for the newly issued 
HIC radio station kit. The previously issued newspaper kit has been asked 
for by nearly 1,400 newSpapers; many of these say they'll use the "How's Your 
Home?" contest as a promotional feature. 




































NATIONAL MAGAZINES COURT DEALERS. 


Both Popular Mechanics and Living For Young Homemakers magazines are pushing 
HIC home improvement promotion plans. PM iS running the names and location of 
HIC dealer-members in its April, May and June issues, provides these dealers 
with special window displays to be installed by PM's own field men. Living 
is readying a 15-city home remodeling demonstration. The magazine will arrange 
for a remodel=-contractor (he could be a lumber dealer - it's possible, for 
A. L. editors have discussed it with Living) to buy an approved house in an accept- 
able neighborhood, modernizing it amid a blaze of local and national publicity. 





























Sales hint — as you prepare your own 1958 selling plans, hear this: 
Consumers buy what they like, not what they need! This is one conclusion of 
recent studies of why people buy the things they do. This theory of buying 
says the consumer buys with an eye to what he'd like to be, rather than what 
his actual income forces him to be. Thus, personal selling is not just 
quoting specifications, prices and delivery dates, but is helping the customer 
become more important in his own eyes. 
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Southern Pine Moves to Re ‘apture Markets: 
Endorses NLMA Wood Promotion P rogram 


- Exceeding growth of all other soft woods, Southern Pine 


must sell more or bust. 


Lack of mill understanding of dealer, wholesaler prob 
lems stalling promotion plans. 
$1.2 million promotion plan for wood approved. 


Southern Pine’s new 


After 43 years of leisurely conven- 
tions, the Southern Pine Association 
staged a lively affair April 9-11 at 
New Orleans. With their timber 
growth exceeding cut by 22%, it was 
generally agreed that it was about time 
for action. 

While the formal convention pro- 
gram spotlighted immediate problems, 
some of the most interesting discus- 
sions, as at lumber dealer conven- 
tions, took place in the corridors, the 
French Quarter and local all-night 
bars. 

Over-riding all frivolity was the 
keen understanding that Southern Pine 
was becoming a big boy who had to 
make up his mind very quickly on just 
where he was going. There was a fair 
agreement on his direction but much 
less on just how he was going to get 
there. 

Three-way street.While the immedi- 
ate objective will continue to be sell- 


WORKSHOP on merchandising featured, left to right, Harry 
V. Balcom, Bollinger Lumber & Supply Co., Bossier City, La., 
J. Buchanan Blitch, New Orleans architect, and H. S. Merse- 


reau, Crossett Lumber Co., Crossett, Ark. 


8 


three-way street for 


the future. 


ing more Southern pine lumber, the 
larger mills frankly discussed still fur- 
ther excursions into other forest prod- 
ucts, such as insulation board, hard- 
board, particle board and conversion 
of Southern pine into pulp and paper. 

Quintin F. Hardtner, Urania Lum- 
ber Co., Urania, La., association presi- 
dent, sounded the convention keynote 
in his opening remarks. 

“Our future markets make attrac- 
tive targets for competitive materials. 
You'll reach one conclusion: the ab- 
solute need for conditioning our prod- 
uct to do a better job whether in the 
form of our ‘bread and butter’ items 
in framing lumber . . for trusses, glued 
laminated arches, striking interiors or 
elegant and modern exteriors.” 

He spoke of the problems, as well 
as the potential of the wood school 
market. “You'll realize the enormity 
of the job necessary to overcome old 


What’s Happening 


APRIL 28, 1958 


prejudices, unrealistic insurance rates, 
the old exaggerated fear of fire. Some 
of the old prejudices are the harvest 
planted in the minds of people by 
those who seek to displace wood. And 
when you think about the forces con- 
stantly at work to keep the American 
people in doubt about wood, you'll 
see plainly before you millions of dol 
lars being fed into the maw of well 
organized and carefully executed pro 
motion progress by competitive in- 
dustries. 

“Those realities should not frighten 
us. Instead, they should cause us to 
recognize the hard fact that the coun- 
ter attack is too big for any of us in- 
dividually to handle. We must associ- 
ate one with the other. When we do, 
we are working through an associa- 
tion. 

“To demonstrate the strength of co- 
operative endeavor, let’s again look at 
the school market and the tremendous 
interest that’s been generated in the 
possibilities of economy, safety and 
modern design in wood. The recent- 
ly built all-wood school in Texas has 
become the object of national atten- 
tion. The brochure printed and dis- 
tributed by our association has created 
astonishing interest, especially when 

(continued on page 21) 


KEY SPEAKERS at the Southern Pine Convention were, left to 
right, N. W. McGowin, president National Lumber Manufactur- 
ers Association, Q. T. Hardtner, retiring president of Southern 


Pine and Bob Jones, executive vice-president, Middle Atlantic. 


April 28, 1958, AMERICAN LUMBERMAN AND 














KENNATRACK 


Folding Door Hardware —_......-.....----._._----» 


Now... 


the first completely pre- 
fabricated wood folding 
door assembly. 


KENNA-RAMA 


Scottie No. 2340 Folding Door 
and Hardware Unit. 


it as Te 


Factory-assembled all-in- 

one package for simple 
3-step installation: Just 
mount track, hang doors 
and trim. 


© Pre-assembled at factory to 
save time... cutlabor costs 


@ Simple set-up saves nine 
usual installation steps 


Fast-selling “2300” Line is loaded with 
extra features—yet costs far less! 











You'd expect to pay more for the many extra features of “2300” 


Folding Door Hardware—fact is, you pay far less! Rugged aluminum 


stop; requires minimum headroom. e Everything needed for a 


complete installation — 
vertical adjustments on hanger and pivot. And, unlike most folding fem . eerie 6 louv- 
“ann” . i re oors of Ponderosa 

, 9 ‘ re r > 
door hardware, ‘‘2300” hangers actually support the weight of the Pine already assembled—in 


track fits within standard 1%,” 
Doors align in minutes due to specially-designed horizontal and 





door. Available in both side-mount and top-mount units. Everything one package 


your customer needs is packed in one neat, convenient package, 








ready for quick over-the-counter sales! 


For quiet and for quality 


=e | KENNATRACK’ 


SOUND-CONDITIONED GLIDING DOOR HARDWARE 


KENNATRACK HARD- WRITE TODAY for your 
WARE is sound condi- free copy of our new Kennatrack Corporation, Elkhart, Indiana 

tioned; it glides. Only 32-page catalog, or see A subsidiary of Ekco Products Company 

Kennatrack offers eight Sweet's Light Construc- ©1958 
floating nylon wheels. tion File 6a/Ke. 
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_ What's Happening 


TV Western to Sell Awnings 


“Maverick,” popular TV adult western 
series viewed by an estimated 35-million 
people each Sunday evening, will feature 
residential aluminum awnings during 
commercials May 11 and 25. Kaiser Alu- 
minum & Chemical Sales, Chicago, spon- 
sor of the ABC-television show, an- 
nounces it is currently giving advertising 
and promotional support to awning man- 
ufacturers and dealers to stimulate con- 
sumer sales. 


SEPIA Tools 




















Thor Sales Set Peak 


Sales of Thor Power Tool Co., Chi- 
cago, last year rose 7% above 1956 to 
set a new record high, but net earnings 
declined, the annual report just released 
shows. The peak volume was $30,486,411 
compared with the previous record of 
$28,429,777 set in °56. 

President Neil C. Hurley, Jr., said 
economies begun last summer are now 
aiding profits. In the first quarter of this 
year, net income totaled some $450,000, 
up from $320,000 in the preceding quar- 
ter. 
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Yards to Sell Conolite 


Conolite cork, a moderately priced 
cork board, is now being made available 
for the first time by Continental Can 

Paes | Co., New York City, to consumers 

e through lumberyards, building supply 

New packaging adds extra | firms and other distributors of decora- 
tive Conolite plastic laminate. 

Composed of carefully selected pure 

eye-appeal and buy-appeal cork particles firmly bound together to 

retain all the resiliency of natural cork, 
Conolite cork may be used by do-it-your- 
selfers as a covering for furniture, card 


Let’s look at them, one at a time. Take the new “tell and sell” pect a ee ae oes 
packing for the “1200 Line” of pull-push rules. 4 sizes—6, 8, 10 and i 
12 ft.—priced from $1.10 to $1.98 retail, in smart new colorful ‘ 7 ' let 
pouch punched for pegboard display. Giles Named HIC Director 
Stanley Aluminum Levels—No. 313 in 4 sizes—12, 18, 24 and The appointment of J. H. Giles, presi- 
28 in.—priced from $5.50 to $9.40 retail, and No. 233 in 2 sizes— dent, Reserve Supply Co., St. Paul, Minn., 
24 in. at $9.95 and 28 in. at $10.95 retail—are now packed in sales- partied a agg Pane eadienet onc 
mene boxes cut out to show level and plumb vials. Boxes punched Tae mattonel aiden a 
or Hanging. Giles, who has also been named to 
Stanley Steel Tapes are packed in a self locking plastic box with the ces af thy tee et dicectore. 
colorful outer cardboard box die-cut to display tape. 4 sizes—25, will be in charge of organizing and su- 
50, 75 and 100 ft.—priced from $4.29 to $7.29 retail. pervising local chapters of HIC in the 
Stanley Carpenters’ Squares are now packed in transparent poly- St. Paul area, which will conduct the 
ethylene sleeves with “How to Use Stanley Rafter Squares” booklet first phase of the organization's “per- 
inserted in sleeve. 11 models available, priced from $3.95 to $9.20. a a. completion 
All squares packed 3 of a kind in new triangular corrugated carton. sae the ae os tint aaa ace” 
Order these tools with plus packaging from your wholesaler. 
Stanley Tools, Division of The Stanley Works, New Britain, Conn. 





¢ William F. Foley, Belleville Lumber & 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY Supply Co., South Bend, was elected 
1958 president of the Indiana Lumber 


and Builders’ Supply Assn. at the group’s 
STA N & E VY 74th annual convention in Indianapolis. 
Also elected were Roger Black, Black 
Lumber Co., Bloomington, and Rawl V. 
This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric Ransom, Kramer Brothers Lumber Co., 


tools + drapery, industrial and builders hardware * door controls + aluminum windows + stampings « springs Frankfort, who will serve as vice-presi- 
« coatings « strip stee! « steel strapping—made in 24 plants in the United States, Canada, Engisnd and Germany. dents. 
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What's Happening 
Western Pine Boosts 
Promotion Work 


A 12% increase in the trade pro- 
motion program of the Western Pine 
Association was approved by the di- 
rectors at the annual meeting in San 
Francisco early this month. This is to 
give added emphasis to lumber mer- 
chandising, it was explained. The pro- 
posed lumber promotion program of 
the National Lumber Manufacturers 
Association was endorsed. 

A. B. Hood, Ralph L. Smith Lum- 
ber Co., Anderson, Calif., was re- 
elected president of the Western Pine 
Association. 


New Interest in Old Homes 


Home buying plans show a_ brisk 
spring pickup, but a greater interest is 
being shown in existing homes rather 
than new ones, a Federal Housing Ad- 
ministration report indicated. March ap- 
plications for insurance on existing homes 
rose to 37,935, highest in its history, 
FHA reports. Agency officials did not 
offer any immediate explanation for the 
upsurge. The figure was 9,000 above the 
February pace and almost 20,000 above 
the March, 1957, total. 

March applications for insurance on 
new dwellings increased to 24,968, up 
2.776 from March of last year. And fig- 
ures for the first few days in April “are 
even better,” the agency said. 


Name Change 


Stockholders of the Florence Stove Co., 
Kankakee, IIl., have voted to change the 
firm’s name to Geo. D. Roper Corp. 
Florence Stove merged with Roper, also 
a gas range manufacturer, last Oct. 31. 
The change was made because a major 
portion of the company’s brand-name gas 
range production will be marketed under 
the Roper label. 


RADIAL SAW ADAPTATION, called the 
X-40-c, will be demonstrated for the first 
time by Rockwell's Delta Power Tool div. 
at the 5th annual American Woodwork- 
ing Machinery and Equipment Show in 
Winston-Salem, N. C., May 13-17. 
Demonstration will include X-40-c ac- 
cessories that permit multiple ripping 
with standard saw (above). 
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Tools 


Heavy-duty 
builders saws with... 


performance your customers want-- 
prices they can pay--$59.95 to $89.95 


You can stock more expensive saws... but you won't find one that will 
give your customers better performance and longer trouble-free service 
than a new heavy-duty Stanley builders saw. Here’s why: 


@ FREE-START GUARD. Covers @ HEAVY-DUTY BALL BEARING 
90% of blade. Prevents hang- CONSTRUCTION throughout 
up when starting cuts. for longer, more dependable 


MOTOR SAVER DRIVE. Blade service. 
mounts on flange collar, not @ FAST, SIMPLE BEVEL ADJUST- 


arbor. Protects motor against MENT 
shock. @ STURDY STEEL BASE 


4 HEAVY-DUTY, LOW-PRICED MODELS—IN PROFESSIONAL CARRYING CASES, TOO: 


6”... H65 cuts 2” at 90°, 112” at 45° $59.95—complete Kit H665._ $75.95 
62” H68 cuts 2%,” at 90°, 154” at 45°... $64.95—complete Kit H668 $80.95 
7”......H70 cuts 2%” at 90°, 1354” at 45° ....$74.95—complete Kit H770 $90.95 
8” H85 cuts 2%” at 90°, 2%” at 45° .. $89.95—complete Kit H885 $107.50 
All of these saws have %&” round arbors. 
Widespread advertising is creating a definite preference for Stanley builders 
saws and other top-quality Stanley power tools. For full details, see the Stanley 
distributor near you or write: Stanley Electric Tools, Div. of The Stanley 
Works, 123 Myrtle St., New Britain, Connecticut. 


Prices slightly higher in Canada, 
AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools » drapery, industrial and builders hardware * door controls + aluminum windows + stampings « springs 
# coatings « strip steel » steel strapping—made in 24 plants in the United States. Canada, England and Germany, 
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fast 
delivery 


when you buy 


i, medline 


® MILLWORK 


gnce 


from the mill 


Two weeks is our normal serv- 
ice on all items shipped from 
stock. Crestline’s lower mill- 
to-dealer prices mean more 
profits to you. You can buy 
in carloads or truckloads, 
with LCL or LTL fill-ins. Keep 
your inventory where you 
want it and give your cus- 
tomers prompt service and a 
nationally advertised brand. 
Get more information today. 


Write the SILCREST COMPANY 


Wauseu, Wisconsin 
Western Ponderosa Pine « Union Label 


Window Units Door Units 


| ~| | Removable Slideby ' 
——__ Window Units Stacking Awning 
Window Units 


Removable Double-Hung 4 Bifold 


Casement } 

Window Units Weatherstripped Door 

ai Frames, Combination 
Sen-Storing Storms & Screens (with aluminum 
frame inserts), Louvered Doors & Shutters, Com- 
bination Aluminum Doors, Panel & Sash Doors, 


and other allied products. 
¥ 
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Distribution Changes Documented 


In New Lumber Dealer Reprint 


Articles show new forms of competition such as cash-and- 
carry, plus case examples of successful packaged selling by con- 


ventional yards. 


Every important and new marketing 
trend in the retail lumber and building 
material industry is digested in a 48-page 
reprint booklet, “Distribution Chang- 
es, Competitive Pricing, Co-Op Buying 
and Cash-and-Carry.” The reprint puts 
into one handy reference and study piece 
the award-winning field reports and edi- 
torials published within the last year in 
{merican Lumberman. 

“Never before has there been so many 
changes in ways of doing business within 
the retail lumber industry. This reprint 
clearly shows the basic trends as exclu- 
sively reported by the American Lumber- 
man staff,” said Gordon J. Lawler, edi- 
tor. 


Ihe reprint includes studies of cash 
and-carry lumberyards as well as case 
examples of how dealers are successfully 
competing with this new type of compe- 
tition. 

Other articles detail the pro’s and con’s 
of cooperative purchasing by dealers; 
facts on dealer-owned wholesaler; and on 
cash-and-carry wholesaling. 

An outstanding example of successful 
dealer-jobber teamwork in merchandis- 
ing is also documented 

Single copies of the “Distribution Re- 
print” are $1 each. Quantity prices upon 
request. American Lumberman, 139 N 
Clark, Chicago 3, Ill 


LUMBER PRICES 


Fir Prices Rise 


Some of the Douglas fir lumber prices 
have taken an upturn at northwest mills 
Green fir 2 x 4s are selling for $57 a 
thousand board feet at northwest mills 
This is up from $55 but still under the 
price of $65 a year ago. Lumbermen gen- 
erally credit the rise to optimism based 
on prospects for spring home building 
They report wholesalers are placing or- 
ders with mills in anticipation that their 
own customers soon will be ordering 
more lumber. 


From the Markets 


SAN FRANCISCO—Plywood orders 
have dropped sharply, while production 
has increased slightly and the overall 
price index shows the first increase since 
February, being up about 6 to 7¢. Tartar. 
Webster & Johnson reports the fir and 
pine market firm, with inventories low 
White fir No. 2 and better 2 x 4 is bring- 
ing $65 to $67 at the mill and 1 x 12 
No. 3 common pine is going at $77 to 
$79. Many wholesalers are refusing to 
quote prices because of inventory short- 
ages. 


, er 
SEATTLE—Common lumber is_ in 
fair demain at most yards. Economy di- 
mension is.in demand for construction 


work. Shingles and other cedar products 
are weak and there is littlhe demand for 
pines and spruce. British Columbia lum- 
ber is crossing the line in smaller quan- 
tities. Plywood, which dropped to $64 
and did a good business, returned to the 
higher price of $68, but buyers refused 
the higher figure. 


BALTIMORE—Prices _ show little 
change, but slight improvements were re- 
ported for March as against February. 
In the hardwoods, field prices are quoted 
as follows for first grades, all kiln-dried, 
F.A.S.: cherry, $500; red oak from Md., 
Penna. and Va., $210, Appalachian, $275; 
white oak 4 x 4s, $350; walnut, $680 to 
$700; maple, four-quarter, $360; birch, 
$430 to $440, and cypress, $350. Soft 
pine and fir show little change; pine is 
said to be “moving.” 


KANSAS CIT Y—Retailers are finding 
it difficult to locate 1 x 4s, No. 2 dimen- 
sion, which is in short supply ‘and mills 
are not able to fill the demand at prices 
ranging from $72 to $75. Prices for 2 x 
6s in 16’ lengths generally are holding 
steady at $85 for kiln-dried stock and the 
2 x 4s in similar lengths bring $85 to 
$90. Prices for 1 x 6 No. 2 boards are 
firm at $78 to $80 and $89 to $82 for 
1 x 8s in kiln-dried and the air-dried are 
moving at prices $1 to $2 a thousand less. 


ee TREE 
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M\S ONE ADHESIVE FOR 
No ALL LAMINATES 


* bonds all plastic laminates 
* also bonds any combination of similar 
or dissimilar materiais...wood, steel, 
aluminum, tibre-board, leather, 
fabric, rubber, etc. 
* superior heat resistance 
*% faster drying 
%* produces odorless, non-staining, 
"4 shock-resistant bond 
FOR PAINT ROLLER, Brust ; 4 %* no clamps, presses or 
‘ heat-curing required 
“arent NOTCHED TROWEL : 


, 
aoe 0 
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Pier 
SE AND STEVENS CHEMICAL COP 
aonesives ane paores 


CONTOUR-FORMING WALL- FINISHING CLOTH-BACKED VINYL 


Regardless of radius or contour, HYBOND Today's trend to walls covered with wood, TO WOOD OR METAL 


insures an instantaneous, positive, perma- plastic and other decorative compositions Colorful, durable flexible plastics, the newest 

nent bond; no pop-ups, no complaints. opens up a whole new field of endeavor decorating idea for custom kitchens, cabinets, 
HYBOND makes these applications quicker, fixtures, etc. Life-long, trouble-free bonding 
easier, more economical, fool-proof. is assured with HYBOND. 


Pierce & Stevens Chemical! Corp. 
710 Ohio Street, Buffalo 3, N. Y. 


Mail the name and address of your nearest HYBOND distributor to: 
Developed and manutactured 
by adhesive specialists. At Name 
Pierce & Stevens, adhesives are 
a specialty, not an accessory. | | Title 


Company 
Address 


Since :eea64 
City 
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BIG DEMAND FOR 


Dealers report phenomenal sales success! 


Latest reports from Kaiser Aluminum Shade- 
Screen dealers indicate that 1958 will be one of 
the biggest selling seasons ever. From every part 


Minneapolis, Minn.: S. P. Richardson of 
Lyndale Hardware reports, “We sold 
out our first order of ShadeScreen in 
two weeks flat. During the past year, 
we’ve upped our sales 125%.” 


Moline, Ill.: Keith Winters of Builder 
Lumber Co. reports, “Sales for 1957 
were up 140%. Once we saw what 
ShadeScreen could do, we planned an 
advertising campaign that pulled in 
sales from 20 miles away.” 
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Louisville, Ky.: Paul C. Scobee of Scobee Bros. 
Hardware Co. reports, “We kad trouble keep- 
ing up with demand. ShadeScreen really took 
hold down here. We expect ’58 will be our 
most successful selling year.” 


Fort Worth, Texas: L. G. Lacy of Leonard’s re- 
ports, “Kaiser Aluminum ShadeScreen is 
mighty big down here in Texas and that 
means Texas-style sales, too. Naturally, for 
the coming season we expect Texas to be lead- 
ing them all in sales.” 


of the nation, news of spectacular sales and profits 
continues to flood the wires. Here’s what enthu- 
siastic dealers are saying about ShadeScreen: 


Pasadena, Calif.: Jim Davee of Lincoln 
Avenue Lumber & Mill Co. reports, 
“We sold a home ShadeScreen for 16 
windows and a patio. Next, we had or- 
ders from six more homes in the block.” 


Plainfield, N. J.: Dick Loizeaux of J. D. 
Loizeaux Lumber Co. reports, “We ran 
a consistent schedule of newspaper ads 
before last year’s hot spell and all dur- 
ing the hot months. It paid off plenty big 
for us and we’re going bigger this year.” 


SEE “MAVERICK” * SUNDAY EVENINGS, ABC-TV NETWORK ¢ CONSULT YOUR LOCAL TV LISTING 























ShadeScreen dealers can report such remarkable success because ShadeScreen is such a truly 
remarkable product ...it keeps rooms up to 15° cooler! 
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Thus, heat 
can't be 
trapped 
inside. 














Sun can't reach 
window glass 
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Hot sun raye 
bounce off. 
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Kaiser Aluminum ShadeScreen is made 
of thousands of tiny horizontal slats 
(called louvers) permanently slanted 


From the side, ShadeScreen’s little 
louvers look like this ... 17 louvers 
to the inch, slanted at a 17° angle to 


Hot sun is stopped cold. No harsh glare 
can get through either. Rooms not 
only look cooler, but actually are up 
to 15° cooler! 


to shade and cool room interiors. block heat rays. 





CHP TTT Lt a Keeps rooms up to 15° cooler 


Be nt aS aaa | : ‘ Reduces glare and prevents 
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rs (* Gives daytime privacy 


Lowers air conditioning costs 


Won’t rust—minimum maintenance 








Easy to install 





ShadeScreen cools, shades and screens 
as no ordinary screening can. This 
amazing window screen offers you an 
unbeatable exclusive selling story. 


Yet cooling breezes and daylight pass Keeps out flying insects 


right through. You stay delightfully 
cool and comfortable throughout the 
hot summer days. 


Kaiser Aluminum also provides window and 
store displays, product displays, mailers and other 
merchandising aids free of charge. 


Solid Sales Support! 


Kaiser Aluminum backs up its ShadeScreen deal- 
ers with one of the most complete advertising and 
merchandising programs in the business. 

Special hard-hitting newspaper ads in selected 
markets across the country hit ShadeScreen pros- 
pects when summer sizzles and sales are hottest. 

Professionally prepared ad mats, TV and radio 
scripts are furnished free to dealers. With Kaiser 
Aluminum’s co-op advertising program, dealers 
are reimbursed for 50% of all local ShadeScreen 
advertising up to $500 per year. 


Stock, Display, Advertise Now! 


Be ready for the biggest ShadeScreen selling sea- 
son ever. Make sure your stocks are complete, 
that you have all needed display and advertising 
material. Contact your ShadeScreen jobber, or 
write: Kaiser Aluminum & Chemical Sales, Inc., 
Merchant Products Dept., 919 N. Michigan Ave- 
nue, Chicago 11, Illinois. 





SuaneScreun / Musil 


( ALUMINUM 





* Trademark—a louvered screening product made by Kaiser Aluminum 














PRECISION TRIMMED— 


WHITE FIR 


Selected No. 3 & Selected No. 4 


Kiln dried 


Package loaded for 
fork-lift discharge 


Double steel banded for 
easy handling 


Finest available for 
the grade 


Dealers! Here‘s a_ hot-selling 
item you should get acquainted 
with. You can’t beat it for value. 


Ask us also about our fast-selling 
Black Diamond Knotty Pine 
Paneling. 


B 2 D 


Every piece end-stamped with our Brand 


BLACK DIAMOND 


Lumber Company 


P.O. Box 50, Perkins ‘ ¥ 
Sacramento County, Calif. |, AZ 
Phone Gladstone 1-6571 SOcie 
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THESE MODEL KITCHENS were exhibited by (left to right) Gee Lumber Co., Chicago, 
and Harvey Lumber Co., Elmwood Park, in the 1958 Chicagoland Better Rooms 


Pageant. 


Lumberyards Promoted as Kitchen 


Headquarters in Chicago 


This year for the first time two Chi- Tribune in cooperation with the Home 


cago area lumber dealers actively par- and Home Furnishings Council of Chi 
ticipated in the 12th Chicagoland cagoland. 
Better Rooms Pageant, which presents Chicago dealers who advertised in a 
the latest trends in home decorating, fur- special Home and Garden Supplement 
nishings, appliances and equipment to published by the Tribune on opening day 
Chicagoland residents. included Ace Lumber Co., Joseph Lum- 
Spearheading the dealer participation ber Co., Edward Hines Lumber Co., Re- 
were Gee Lumber Co., Chicago, and public Lumber Co., Siegel Lumber Co., 
Harvey Lumber Co., Elmwood Park, Munter and MacFadden Lumber Co.; 
both with model kitchens. These were also All State Lumber Co., Cicero. They 
among the 116 rooms on display for set up special displays of building mate- 
two weeks at 83 metropolitan Chicago rials, garden supplies and do-it-yourself 
retail stores participating in the event. materials at their yards and had con- 
The Pageant of Better Rooms for Bet- sultants on hand to advise the many vis 
ter Living is sponsored by the Chicago tors 


ARTIST'S SKETCH of the world’s largest building utilizing wood, the Exposition-Rec- 
reation Center in Portland, Ore., is viewed by lumbermen as a possible site for the 
1960 NRLDA exposition. Left to right: W. C. Bell, executive vice president, Western 
Retail Lumbermen’s Association.; J. W. Copeland, Portland dealer; architect L. A. 
Lamoreaux; and Robert A. Jones, executive vice-president, Middle Atlantic Lumber- 
men’s Association. 
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MeCalls 
works 


FOR 








@ 
GEORGIA — PACIFIC 








Soil, stains, steam can’t mar 


new (;eorgia— Pacific family -proot paneling ! 


New covmbie topcoat 














The May and September issues of McCall’s will carry Georgia-Pacific’s power- 
ful, full-color advertisements to 5,300,000 families. Georgia-Pacific selected 
McCall’s because: 

¢ McCall’s inspires and influences the woman who is the chief purchasing 
agent of the family—and women have a proven influence in purchases affecting 
the appearance and utility of the home. 


9 ¢ McCall’s, through its unique editorial concept of Togetherness, has become a 
C ad S vital and dynamic marketing force and influence in contemporary American life. 
e McCall’s has 3,845,000 actual home-owning families—and home-owners are 
Georgia-Pacific’s best customers. 
¢ McCall’s new Better Living section gives outstanding editorial coverage to 


Togetherness the newest trends and ideas in home building and home improvement. 
¢ McCall’s, through its sponsorship of the annual Congress on Better Living, 
has taken leadership in uncovering attitudes of women toward their homes 
more than 5,300,000 of today and tomorrow, and what makes them buy. 
Because of this extra selling effectiveness added to every advertising dollar, 
McCall’s is a key publication in Georgia-Pacifiec’s 1958 campaign. 
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log Hook opens 6’, sofely 
grips long poles, culvert pipe 
rolled goods 


amis OS sh oN 
Adjustable Block Tines with 
Side Shift eliminate close-in 


maneuvering 


Moterial Bucket has 13 cu 
capacity Hydroaulically 


dumps at heights to 10 


QUORAS Uh 
LAGI EO’ 


Cuts Materials Handling 
and Maintenance Costs! 


The new Work Bull Fork Lift is the best rig money can buy for 
efficient materials handling, both on and off hard surfaces! 

Ten quick-change attachments...including standard Forks, hydrau- 
lically dumping Materials Bucket, adjustable Block Tines with Side Shift, 
Log Hook, and 20’ Mast Extension ... expedite the handling of all types 
of building supplies. 

Angle Dozer cuts the cost of constructing and maintaining storage 
yards and accessways. Because the Work Bull Fork Lift has standard 
three-spool valve, no additional hydraulics are required to hook-up any 
attachment. Selector valve permits simultaneous use of two attachments. 

Designed for convenience, the Work Bull has all controls right at your 
finger tips. Easy-to-reach foot pedals, padded seat, and wide-angle vision 
reduce fatigue. You perform with fast, damage-free accuracy all day. 

Low silhouette lets you operate under 8’ 2 ” clearance, and provides a 
stable base for hoisting heavy objects to full 10’ height (20’ with Mast 
Extension). 

Compact design, full-time power steering, individual turn brakes, and 
high flotation are combined with two forward and six reverse speeds for 
top maneuverability in both open and restricted quarters. 

Hand latch locks brakes securely for parking safety. Counter balance 
is adjustable to compensate for extra-heavy loads. 


Add it up, and you will agree that the Work Bull Fork Lift is truly 
an outstanding performer for the Building Supply Industry! 





Get the full story on How to Save Manpower and Equip- 
ment Expenditures. Write for this free copy of the 28- 
page, fully illustrated brochure on the complete Work 
Bull and Davis Line. Ask for Brochure FL-5. 


MASSEY-FERGUSON INDUSTRIAL DIVISION My 





1009 SOUTH WEST ST. + WICHITA 13N, KANSAS 























Gives your customer so much more . . . costs you so much less 








NOW YOU CAN offer your customers a new look of luxury and ele- 
gance in decorated ceilings . .. new classic beauty that looks expensive 


—but isn't. Nu-Wood Decorator tile has the simulated texture of costly 
~ travertine marble, yet costs much less than the price of materials that 


look like it! 


MORE BEAUTY for the money—Nu-Wood tile was developed by a 
leading designer, color selected by nationally known Rahr Color Clinic 
to meet today’s new trend in decoration. Its beautifully fissured design 
is available in tones of gray and beige. 


MORE QUALITY—Nu-Wood Decorator tile has a sturdy insulating 

board base with a high light-reflective matte finish which meets com 
TI |F mercial standard CS42-49 for Class F flame-resistant finishes. 

LESS COST to you! Nu-Wood Decorator tile means more profit from 

your tile sales, because it upgrades every ceiling tile customer you sell. 


Yet this fissured pattern tile costs less to buy, less to apply. 


RERSION 


/ WOOD CONVERSION COMPANY e FIRST NATIONAL BANK BUILDING e ST. PAUL 1, MINNESOTA 


*R pow 
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NU-WOOD | Beige TILE NU-wooD D yy Gray TILE 
Fissured design of tile permits the ceiling to play an important part in the whole decorative scheme. Decora 


1 i 
i 


3ray pattern color is available in 12” x 12” tile with Nu-Wood all-purpose application joint for 
nstallation. The fissured design of Nu-Wood Decorator tile is non-repetitive for a more pleasing 


act of the travertine pattern 


fr 


bd 




















NU-WOO PATTERN ACOUSTICAL TILE NU-WOOD 


r 12 sou absorbing les of 


PATTERN ACOUSTICAL TILE NU-WOOD PLAIN SURFACE TILE 


Offers an economi way to give interior »ntica e, even mproves inter Ss ree ways: decorate 
ity. The random drilling s 2d. Tiles are urdy and | n dens add and hushes noise. T 
s helps reate a pleasing over-a zood coustical quality. Be 

reflective Sta-Lite finish. Ava surface is Sta-Lite white. Avz 


ored 12” x 24" cross-scored 








EASY 


Invisible application of Superior stapling appli- Nail fastening, preferred Fast, permanent applica- 
tile with Nu-Wood clips CATION cation with Nu-Wood on some applications. tion to smooth surfaces 
for positive attachment. all-purpose joint. with adhesive. 


WOOD CONVERSION COMPANY 
S$ 0 L D B Y L U M B E R D EA L E R S First National Bank Building, St. Paul 1, Minnesota 
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the facts are presented. But the follow 
through at the local level is up to each 
of you, just as it is in connection with 
every other sales opportunity created 
by our association.” 

Immediately following Hardtner’s 
address, the convention heard a work- 
ing seminar on merchandising. Bob 
Jones, executive vice-president, Mid- 
dle Atlantic Lumbermen’s Association, 
was moderator, and panelists included 
New Orleans architect J. Buchanan 
Blitch and a retail lumber dealer, Har- 
ry V. Balcom, Bolinger Lumber & 
Supply Company, Bossier City, La., 
and representing mills, H. S. Mer- 
sereau, Crossett Lumber Co., Crossett, 


Ark. 


Need for understanding. The main 
points emphasized by the session were 
the need for better lines of communi- 
cation between lumber manufacturer 
and dealer, product research and im- 
provement, and the elimination of 
obstacles to the efficient utilization of 
lumber. Jones said the Southern Pine 
lumber industry should analyze retail 
markets, dealer problems and _ profit 
picture. 

“All you lumber manufacturers 
should become expert in retailing. You 
should also analyze your product in 
terms of consumer needs and make 
him want to buy it. You should con- 
sider research into the possibility of 
coordinated retail sales programs and 
dealer management clinics. And trv to 
find a way to tell your sales story to 
more mass market, meaning the mid- 
dle classes. Don’t get out of reach of 
the little guy.” 

Outmoded building codes and ob- 
stacles they create to the efficient 
utilization of lumber—particularly 
Southern Pine with its superior 
strength properties—were scored by 
architect Blitch. Certain requirements, 
he said, force architects and engineers 
to “over design” because of failure 
to recognize wood’s inherent strength. 

Blitch said steel beams, trusses and 
other competitive materials lack the 
combination of strength and beauty of 
wood. “You have lost many traditional 
markets. You have lost 20% of the 
residential market to the concrete slab, 
a pitiful substitute for a sound wood 
joist floor structure.” 


More mill merchandising. Speaking 
for mills, H. S. Mersereau comment- 
ed: “I submit that we begin the mer- 
chandising process in the forest. Each 
step—starting with the growing of the 
tree in the woods, all the way through 
the plant to the car, and finally to the 
ultimate user or consumer is actually 
a part of our merchandising effort. 
rhe quality of our product, the design 
of our product, and the beauty of our 
product, all determine whether or not 
we have something that a customer 
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wants and with which he will be com- 
pletely satisfied. In the final analysis 
we must satisfy the aesthetic needs of 
the customer as well as his physical 
needs. 

“The facts, as I see it, are these: 
We produce the finest building mate- 
rial known to man. It is a unique 
product with built-in virtues which no 
substitute can ever attain. Southern 
Pine particularly stands at the top of 
the list in quality and adaptability. 
And yet—its usage is slipping. Our 
markets are narrowing and becoming 
more and more confined. Our prices— 
and particularly in the finish grades 
are dropping out of proportion with 
the economic decline in the country. 

“What is wrong with us as manu- 
facturers and what can we do to stop 
and reverse this serious trend?” 


Retailers viewpoint. Lumber dealer 
Harry Balcom supplied some of the 
answers to Mersereau’s question. 

He first noted the improved avail- 
ability of Southern Pine in longer 
lengths and said he is stocking pine 
dimension exclusively for this reason. 
Balcom said, “Better communication 
between the dealer of lumber and the 
manufacturer is vital. All of our com- 
petitive materials, aluminum, steel, 
hardboard, insulating board industry, 
etc. call on their dealers. It is a rare 
treat to be invited to look over a saw- 
mill and become better acquainted 
with them. The dealers would like to 
know you gentlemen better. It is also 
rare when a representative of the 
manufacturer calls on the dealer. 
Know the dealer better. The dealers 
would appreciate it. It is this com- 
munication that needs a lot of im- 
provement. 

“You've got to make a straighter 
4. We have thought of an idea. It 
is not new, but we find it works. Two 
mills that supply us regularly with 
Southern Pine 24’s 8’ long or 16’ 
long, were asked to package them 
snuggly and strap them with steel 
bands. They either shipped them to 
us or let the mill keep them 90 days 
or six months. When the steel straps 
were broken six or nine months later, 
the 24’s were straighter than those 
that we received fresh from the mill. 
I sincerely believe it works. It doesn’t 
cost much. We were amazed to find 
that they were better looking than 
the day they were put in the bundle.” 


+ 


Reveal wood promotion. First de- 
tails of the $1,250,000 merchandising 
program for the lumber industry were 
presented to the manufacturers by Van 
Sant, Dougdale & Co., a Baltimore ad- 
vertising agency. 

In introducing the presentation, 
N. F. McGowin, president, National 
Lumber Manufacturers Association, 
said that 80% of the nation’s affili- 
ated mill associations had endorsed 
the program. 

Designed to 


retrieve wood’s lost 


markets, the budget will be spent as 
follows: 








consumer publications 

trade journal advertis- 
ing 

direct mail & literature 

field representatives 

motion picture 

administration 

school pamphlets 

farm publicity 


$325,000 
$210,000 


$200,000 
$200,000 
$150,000 
$110,000 
$ 30,000 
$ 25,000 
$1,250,000 

The promotion theme would be 
“Wood—Exciting NEW Material” 
with all promotion being planned to 
sell the idea to the public. The goal 
would be to recapture the lost glamor 
of wood and to stress its role in Amer- 
ica’s new age of beauty. 

Trade ads would be a series of 8- 
page affairs in color addressed to the 
builder and architect showing them 
the new uses of wood today. The ads 
would be informative with many ex- 
amples of outstanding wood applica- 
tions. 

While approving the idea of a pro- 
motion program for wood, the South- 
ern Pine Association stipulated that 
“acceptance is conditional on the pro- 
gram at the national level not com- 
promising the high quality standards 
of Southern Pine members.” Partici- 
pating mills will pay 10¢ per M to 
support the wood promotion program 
beginning on August 1, 1958. 

Freight rates battle. Earl M. Mc- 
Gowin, W. T. Smith Lumber Co., 
moderated a workshop on traffic and 
transportation tackling Southern Pine’s 
long-standing problem of freight rates. 
He commented: 

“Perhaps it was all right for us to 
be complacent about our freight rates 
during the past 10 or 12 years during 
the era known as a sellers’ market. 
However, the suddenness of the shift 
from a sellers’ market has shocked 
some of us into realization that we 
cannot continue to sell 75% of our 
output in the south; that we must look 
elsewhere to official territory where 
25 years ago, 50% of our production 
was sold. 

“I wonder if you are aware of the 
evolution taking place in the trans- 
portation of lumber in the south to- 
day, that 70 to 75% is moving by 
truck, most of it by unauthorized car- 
riers. Have you given any thought to 
the attitude of the state and federal 
regulatory bodies toward these unreg- 
ulated, unauthorized carriers? What 
regulation can we look for in the 
future?” 

He said that in an 
something about freight inequities, 
SPA’s board of directors last year 
voted to engage with other groups, 
such as Alabama Forest Products As- 
sociation, the Southern Lumber Traf- 
fic Committee, wood preservers, box 
manufacturers and others, to bring 
about corrective measures. 

New president of Southern Pine is 
M. W. Smith, Jr., M. W. Smith Lum- 
ber Company, Jackson, Ala. Smith 
has long been a leader in reforestra- 
tion and forest management programs. 
His three mills are all on a sustained 
yield basis. 


effort to do 
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SHIPMENTS OF OVALIZED STEEL for strapping is viewed by Jack Gerrard, president 
and Don Downing, vice-president A. J. Gerrard & Co., who predicted its wide use in 


lumberyards. 


“Oval Shape” in Strapping 





Cuts Costs 50%, Says Maker 


Manufacturer foresees intensive use of new design by 


lumber dealers. 


A “new look” in steel strapping for 
lumber and building material packaging 
at the retail yard and on the construction 
site was unveiled this month by A. J. 
Gerrard & Co., Melrose Park, IIl. 

“The ovalizing process gives us high- 
er-tension, lightweight but stronger wire 
steel with more holding power and 
yields more lineal feet per pound,” 
said president Jack Gerrard. “This can 
reduce costs to the dealer from 40 to 
60%.” 

Lumbermen will find many uses for 
either the .120x.049 size which gives 68 
average feet per pound or the .120x.061 
size which gives 52 average feet per 
pound. Both sizes offer more footage 
per pound than the flat or round strap- 
ping commonly used by lumber deal- 
ers today, Gerrard said. 

The manufacturer said that oval strap- 
ping has actually been in existence for 
many years, particularly in Europe. Full 
production in this country was fore- 
stalled because of the need for manu- 
facturing equipment conversion. After 
new machinery was installed at the Mel- 
rose Park plant, production of the oval- 
shaped strap skyrocketed more than 
300% in 1957 compared to the year 
before. 

Lumberyard tests. Don Downing, ex- 
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Oval shape will not gouge lumber, yet 
will withstand shocks from dumping, ac- 
cording to manufacturer. 





ecutive vice-president, told American 
Lumberman that the oval strap has al- 
ready passed rigid lumberyard usage 
tests. 

“We wanted to make sure that the 
ovalized wire would withstand the 
shocks from dumping of lumber and oth- 
er yard uses, so tests were made at se- 
lected yards over a period of a year 
under actual conditions”, he said. The 
dealers are enthusiastic about the econ- 
omies of the oval strap, so we are now 
launching our marketing program to the 
dealer industry. 

You need only one small application 


machine for two sizes of the ovalized 
wire, Downing said. This means lower 
initial investment by the dealer. It also 
brings new strapping benefits because 
with the smaller-sized wire you can eco- 
nomically strap millwork and other non- 
lumber deliveries, he added. 

New uses. Jack Gerrard and his asso- 
ciates told A. L. that the building indus- 
try has only “scratched the surface” in 
benefiting from steel strapping. For ex- 
ample: 

e Strapping can be utilized effectively as 
wall-ties in masonry construction. 

¢ It is ideal for packaging of component 
panels, such as Lu-Re-Co units. A Cal- 
ifornia firm bundles entire prefab garage 
walls for delivery with steel strapping. 

e It can be used economically as bridg- 
ing. 

Besides the oval strap, the manufactur- 
er suggested that dealers can use perfo- 
rated or punched strapping, which can be 
re-tensioned with a nail and hammer by 
the builder each night to avoid pilferage 
of materials at the site. 

To meet the demand for increased use 
of its strapping, A. J. Gerrard & Co. re- 
cently opened two new’ warehouses, 
bringing the total to nine from coast to 
coast 

A case history of how a lumber dealer 
is using the new oval strapping with suc 
cess will appear in an early issue of 
American Lumberman. 


Opposes Transportation Tax 


NRLDA president James C. O'Malley 
has endorsed repeal of the federal excise 
tax on transportation of property in a 
letter to Senator George A. Smathers 
(Fla.) who, along with other senators, 
has introduced legislation to that effect. 
In his letter, O'Malley said 

“The 3% excise tax on the transporta 
tion of property falls heavily upon the 
shipment of lumber, building materials 
and other products sold by the retail 
dealer. it is reflected in the cost of 
everything that goes into the new house 
and all other construction, without adding 
to the value of the structure. 

“Such a tax penalizes the long-haul 
shipper and pyramids at each step of man- 
ufacture and distribution. Much of 
our lumber must be shipped from the 
northwest and south to markets a great 
distance from the area of production. 
this tax affects every consumer, his home, 
his food and everything that he wears cr 
uses 

“In behalf of 30.000 lumber dealers 
O'Malley said. “I hope your efforts to 
repeal this burdensome tax will meet with 
success.” 


Southern Sash to Meet 


The 23rd annual membership meeting 
of the Southern Sash & Door Jobbers’ 
Assn. will be held in Memphis, June 9- 
10, at the Hotel Peabody. 


Do-It-Yourself Show 

The 6th annual Greater Bay Area Do- 
It-Yourself Show will be held Oct. 16-26 
at the Oakland Exposition Building, Oak- 
land, Calif. 
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Retail rack modeled after Sales-Builder Store , NRLDA Convention. 


G-P is first to package 
Fir Finish Lumber! 


Special heavy-duty plastic-coated paper, heat- G-P packaging prevents customer pick-over, yet 
sealed to keep out dust and moisture, now protects opens neatly for one-piece sale. Clear labeling, 
G-P Douglas Fir finish lumber until it’s used! _ big selection, helps this new finish line move fast! 


prarvwwe— 





SIZES 1x 3%-4"-5"-6"-8"-10"-12" (Also in 5/4” and 8/4”) FOR PRICES, call your local dis- 


tributor for G-P products. 


i 
| 
' 
EES ER , ;| FOR PRODUCT INFORMATION, 
1”x3” widths —8 pieces W'xS" widths—4 pieces | 1. 19” widths —2 pieces | Print your name and address clearly 
I 
i 
" 
' 





LENGTHS 4'-5'- 6'~7'~ 8'-9'-10'-12'- 14’- 16’- 18’-20' (each length separately packaged) 





PIECES PER 


PACKAGE 


seats chaes temrate: |. 1780" widthe—-6 gleces 1”x 6” widths —4 pieces in margin below. Tear off, send to: 
in all above lengths emer 
(4/4"") 


1x8” widths —3 pi Georgia-Pacific, Dept. ALBP 458, 
st ga cea Equitable Bldg., Portland, Oregon. 


1”x 12” widths —2 pieces 











GEORGIA-PACIFIC—Lumber & Hardboard + Pulp & Paper + Plywood & Redwood atl 
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News Makers 


YOU 
— ™ ‘t e | P é tind ; "Pec a 


66 a : as president of the 

COLOR a om Flintkote Co., New 

\ ‘ York City, to suc- 

ceed Perce C. 

Rowe who has re- 

ae A signed “in order to 

; ie devote his major 

time to other inter- 

ests” is announced 

George K. McKen 

zie has been elected executive vice-presi 

dent to succeed Pecaro, who held that 

post since April of last year. Pecaro 

joined Flintkote in 1939, directing the 

construction of the insulation board plant 

at Meridian, Miss. McKenzie, formerly 

vice-president and secretary of the com- 
pany, joined Flintkote in 1928 





Pecaro 


¢ Boyce Martin has been named presi 

dent of Kentucky's 128-year-old Louisville 

Cement Co. He succeeds Eugene D. Hill, 

9 ° ® who was elected chairman of the board. 

if you’re Color-Tuned by Certain-teed John H. Mallon has been elected senior 
; vice-president and Homer Baker, a vice 
president. Robert Gibson and Frank 


ONLY 10 COLORS Lovell have been named sales managers 


and you have your entire inventory of roofing shingles. 
Certain-teed’s 10 new “Color-Tuned” colors satisfy the demands 
of builder, contractor, distributor, dealer and home owner. 





¢ George J. Macklin has been elected a 
director and executive vice-president of 
7wTU L . — aE Dexter Industries, Grand Rapids, Mich 
NATIONALLY SELECTED ; He has been with the lock manufacturer 


. as the 10 right colors through a survey conducted by Beatrice since 1950. 

West, noted home coloring stylist. After careful sc reening, Miss 
West created Certain- iiodl’s new line of “Color-Tuned” colors * Edward R. Stainback, formerly dealer 
sales manager of the Canadian-Mid-East 


. the one line that satisfies national demand. 
region, has been named general dealer 


END TO COLOR CONFUSION sales manager by the U. S. Gypsum Co., 
. . also means an end to piled up inventories, slow turn over, Chicago 

tied- -up working capital. Certain-teed’s 10 new ‘“Color-Tuned”’ “ ” 53 

colors pull you out from under the avalanche of roofing colors, * J. H. “Herb” Davis, for 23 years a 

and starts you on your way to bigger profits. Color-Tuned sales representative with American Sisal 

Roofing is another first for Certain- teed. kraft, received an award recently as “the 
: outstanding salesman in the eastern sales 

division.” At a luncheon in his honor 

held in Attleboro, Mass., Ray H. Ander- 

son, vice-president in charge of sales, 

presented him with a silver cup 


Color Service Division, Dept. AL 
Bestwall Certain-teed Sales Corp. 
120 E. Lancaster Ave. 
Ardmore, Penna. 

¢ John R. Findorff, Findorff Lumber and 
Supply Co., Madison, has been elected 
1958 president of the Wisconsin Ready- 


uned Mixed Concrete Assn. 


e R. S. Douglas, 
ROOFING SHINGLES vice-president and 


general manager, 
Weyerhaeuser Sales 


Co. since 1950, 

ft a was elected execu- 

tive vice-president 

at a recent meeting 

Pp : P 5 
roducts of Certain-teed Products Corporation of the company’s 


SOLD THROUGH board of directors 


BESTWALL CERTAIN-TEED SALES CORPORATION lS — 


120 East Lancaster Avenue, Ardmore, Pa. Ae ° Hug W. Eckhardt hi: . 

EXPORT DEPARTMENT: 100 East 42nd St., New York 17, N.Y eos 3 vs ae M mr ‘ vas been one 
z. eside oO Morgan ompany and / 

SALES OFFICES: , illv 
filiated Companies, large an- 
ATLANTA, GA CLEVELAND, OHIO EAST ST. LOUIS, ILL, | WILMINGTON, DEL : or a a ee cee ee i 
BUFFALO, N.Y DALLAS, TEXAS JACKSON, MISS RICHMOND, CALIF f Oshkosh. W . ey etn. sng 
CHICAGO, ILL DES MOINES, IOWA KANSAS CITY, MO SALT LAKE CITY, UTAH of Oshkosh, Wis., which also maintains 
CHICAGO HTS DETROIT, MICH MINNEAPOLIS, MINN. TACOMA, WASH 9 neg Mu, +. —— and pope HI. 
altimore ¢ 1 mington, les alrris- 
burg, Penna., and Washington, D. C. He 
succeeds Arthur B. Chapman, recently 

retired 


Please send me additional information 
Certain-teed's 10 "Color-Tuned 


‘tae 


Sta ee 
2 Sas ee cee eases nes eats cena ces cttmes es exes aco 
SS 
S 
Me 
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YOUR CUSTOMERS WANT 
OP BRAND INSULATIONS PLUS... 


HOME 
INSULATION 


RED TOP 


INSULATING st 
BLANKET 





CELOTEX 


IMSULATING BLANKETS 


Plus fe TRPLE PLUS of 





REYNOLDS ALUMINUM FOIL 


More and more people — builders and homeowners alike 
— want these famous-brand batts and blankets with the 
TRIPLE PLUS of Reynolds Aluminum Foil. It’s a 
growing sales trend! 

Builders know this extra radiant heat insulation enables 
them to install smaller, less expensive heating and cool- 
ing units. Homeowners know it means a cooler home in 
summer (as much as 15° cooler even without air condi- 
tioning), a warmer home in winter... with smaller bills 
year-round. And everybody knows aluminum foil is the 
best possible protection against damage from condensed 
moisture. 

Study the three pluses...they’re your selling points. And 
stock up on your choice of these premium insulations. 
They all offer you the TRIPLE PLUS of Reynolds 
Aluminum Foil. Reynolds Metals Company, General 
Sales Office, Louisville 1, Kentuc ky. 








WITH THE 
TRIPLE PLUS” OF 
REYNOLDS ALUMINUM 





PLUS 1 BOUNCES OFF SUMMER HEAT! PLUS 2 THROWS BACK WINTER RADIA- PLUS 3 CONTROLS MOISTURE CONDENSA- 


Reynolds Aluminum Foil reflects up to 95% TION! Properly placed in walls, in ceiling, under 
of all radiant heat...cools a house as much floors, Reynolds Aluminum Foil reflects house 
os 15°...drastically cuts air conditioning costs. heat back inside...cuts fuel costs. 


TION! Reynolds Aluminum Foil is a positive va- 
por barrier...protects homes against moisture 
damage just as foil packaging protects foods. 


THE FINEST PRODUCTS MADE WITH ALUMINUM ARE MADE WITH 


REYNOLDS 38 ALUMINUM 


*Trodemort Watch Reynolds All-Family Television Show “DISNEYLAND”, ABC-TV. 
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37¢ out of every dollar spent on home operation 
and improvement is spent by households 


that read a single issue of LIFE 


Among your customers chances are LIFE-reading households 
are the big buyers. For in communities all across the country, 
LIFE reaches 31% of U.S. households in an average week. 
And these 31% account for 37% of all consumer home opera- 
tion and improvement expenditures. 

This means that 37¢ out of every dollar in this field is spent 
by households that read a single issue of LIFE. 
No wonder in 1957, advertisers invested more for selling in 
LIFE than in the next two leading magazines combined. No 
wonder advertising in LIFE is the advertising most often used by 
retailers for tie-in displays. (By actual count, far more than 
advertising in any other magazine.) 

Every LIFE household counts. Make sure you get your share 
of their dollars by featuring the brands advertised in LIFE. 


Source: LIFE’s Study of Consumer Expenditures, an analysis of $200 bil- 
lion spent by U.S. households for consumer goods and services in 1956. 


ADVERTISED IN 


LIFE gives you 


so much selling support...so swiftly, so surely 
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Letters to the Editor 





Would Limit Wholesaler’s Markup 


To the Editor: May we express the opinion that your March 
17 “Competitive Pricing” issue will be as sensational as was 
your cash-and-carry issue of some months past. 

We recently sent our truck to a wholesaler’s warehouse and 
picked up 2,400 feet of insulated sheathing. This material was 
invoiced to us at $112.50 per thousand, less 2%, amounting 
to a big $10 above the prevailing cash-and-carry retail price. 
These incidents are due to a difference in business philosophy. 
The cash-and-carry retailers reason that they can handle in- 
sulating board on a 10 to 12% markup. The wholesaler rea- 
sons that he must have 20% plus brokerage on cars and pool 
cars. The retail lumber dealer who is wearing his brain thread- 
bare in an attempt to hold his contractor customers quite of- 
ten assumes that the wholesaler is eating high on the hog. 

Within the past few months plywood distributors have come 
to the realization that the traffic would not bear 20% markup. 
We believe that wholesalers must also realize that they just 
cannot get over 12% on bread- and-butter items like insulating 
board, asphalt roofing, nails and some other easy-to-handle 
items.—Orville Johnson, Lumber and Allied Materials, Arling- 
ton, Ohio. 


Recalls Inspiring Talk by Dealer 


To the Editor: Have read your March issue with “High-Vol- 
ume, Low-Margin, One-Price”; “Cash-and-Carry”, “Everybody 
a Wholesaler” plus more, and must say that it left me with a 
feeling that the retail lumber industry has always been wrong 
and that the Big Switch is upon us. 

For encouragement, I like to recall a talk made by George 
H. Ward, Jr., of Calhoun Lumber & Supply Co., Battle Creek, 
Mich. His experience with a four-price system in a conven- 
tional yard is a source of some tested, practical advice. Your 
subscribers would get a kick out of Mr. Ward’s story.—Allen A. 
Post, Post Bro. Lumber Co., Ashtabula, Ohio. 


Editor's Note: The essence of Mr. Ward's story appeared in the 
November 25, 1957, issue of American Lumberman. Through the years, 
the variable-price system has also been documented in A. L., and is 
a vital part of the Art Hood Management Workshops. In this connec- 
tion, dealers who have not seen the reprint, ‘Pricing for Profit’ com- 
piled by Art Hood, can obtain copies for 50¢ from American Lumber- 
man, 139 N. Clark, Chicago, Ill. 


- 
‘Cutting Price’’ Reprint 

To the Editor: We have used to good advantage the edi- 
torial you printed entitled, “Twenty Things to Do Before Cut- 
ting Price.” You sent me reprints of it from the January 25, 
1954 issue. Would you please send me two dozen more re- 
prints?—Jules A. Gerson, Corlett Lumber Co., Cleveland, Ohio. 


Not Enough ‘‘Use Instructions”’ 


To the Editor; Both of the editorials in your March 31 
issue are timely. 

Instruction sheets and sales training are part of the 
same package. If I have said it once, I have said it hun- 
dreds of times that many of the manufacturers of products 
we sell do not provide us with the proper “use instructions.” 
It seems so silly to me that some manufacturers will spend 
thousands of dollars to get some Hollywood actor to sell 
their products and forget almost completely the very nec- 
essary “how-to-do-it” instructions to make the product 
work properly. 

All products are designed for one purpose or another, 
the instructions should have a list of “dos” and “don’ts” 
as to the use of the product. We find that even the good 
carpenter likes to have the manufacturer’s advice on the 
product. 

—Frank Saturn, Cayuga Lumber Co., Ithaca, N.Y. 
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Different ‘PAINT AREAS 


CALL FOR Different PAINTS 


Actually the lady makes sense. She wants a water- 


emulsion paint for the big wall areas. . 


ea 


natural for such jobs. But she remembers that a 


semi-gloss soils less easily, cleans perfectly. 


So make money the easy Kyanize way... give her 
what she wants in the perfect pair of paints, Kyanize 
Plastic Color-Spree and Kyanize Lo-Sheen Enamel. 


la 
Ls 


a 


AS 
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yaniz e 

Plastic » 
Spre 
Usy rouse Watt pain! 


000 athe 


eK > 


ot = «s+.» With a Kyanize Franchise, 
you get the repeats, too! 


Kyanize Plastic 
Color-Spree 

Here’s the ideal emulsion paint... odorless, 30- 
minute drying time, easy application, easy clean-up, 
next day washability, perfect touch-up and it’s 
self-priming. 

But Plastic Color-Spree is more than that... it 
has the special working qualities painters dream 
about — a good “feel” without drag . . . it stays 
open, it dries hard, it has terrific adhesion. 


Kyanize Lo-Sheen 
Enamel 


Now offered in colors matching Plastic Color-Spree, 
Kyanize Lo-Sheen Enamel is the ideal finish for 
woodwork, walls, and any surfaces that require 
repeated cleanings. 

Lo-Sheen is a tough hard alkyd enamel for tough- 
use applications. Its semi-gloss finish has a soft 
low “candlelight” sheen. Lo-Sheen is self-smooth- 
ing, chip-proof, and scrubbable. 


Kyanize paints, inc. 


EVERETT 49, MASS. « SPRINGFIELD, ILL. » MONTREAL, CANADA 
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BARCLITE is going inside, story by story, in the newest buildings...home, farm, industrial! Wonderful Barclite is the translucent 
reinforced fiber glass panel that is recognized for quality...and profits! Nationally advertised to be used for partitions, room dividers, 
carports, patios, reception room fronts, skylights...and for roofing, siding and glazing. Power-packed merchandising and sales aids 
help you sell the Barclite building story with proof that Barclite panel is shatterproof—lightweight—and weather resistant. Write 
up your share of booming Barclite profits now! BARCLITE CORPORATION OF AMERICA, Dept. AL-4, Barclay Bldg., New York 51,N. Y. 
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BARCLAY prefinished plastic coated panels are writing the hottest inside story in wall and ceiling installations... for 
., dealers everywhere! Guaranteed quality means you sell with confidence—your customers stay sold. Barclay’s exclusive 
= 3590” finish gives a lifetime of rugged wear. Wide range of decorator colors, patterns, wood grains. And dealers are 

* sold on Barclay because they take advantage of Barclay’s full color national advertising by using related displays, selling 
aids, reprints. Contact your distributor now! BARCLAY MANUFACTURING CO., INC., Dept. AL-4, Barclay Bldg.,N.Y.51,N.Y. 
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SELLING 
FORMULA 


EDAR DELIVERS 
_ SOLD PROFIT 
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Cedarhome 1965. Plans 
available from 

John Ridley, Architect, 

Port Blakeley, Washington. 


(Contemporary /\ppeal naturally fits WESTERN CEDAR SIDING 


ee bey PO 


RED(EDAR 


Vs LUMBER 
of 
SociatT! 


Alaska Pine & Cellulose Sales Limited 
Vancouver, B. 

Aloha Lumber Corporation 
Seattle 11, Washington 

British Columbia Forest Products Limited 
Vancouver, B. C 

Flavelle Cedar 
Port Moody, B. C. 

Lamford Cedar Ltd. 
New Westminster, B. C. 

MacMillan & Bloede!l Limited 
Vancouver, B. C. 

McDonald Cedar Products Limited 
Fort Langley, B. C. 

E. C. Miller Cedar Lumber Company 
Aberdeen, Washington 

Nalos Lumber Ltd. 
Vancouver 3, B. C. 


Northwestern Lumber & Manufacturing Co. 


Everett, Washington 

Norwood Lumber Co., Ltd. 
Vancouver, B. C. 

Powell River Forest Products Limited 
New Westminster, B. 


Seattle Cedar Lumber Manufacturing Co. 


Seattle 7, Washington 
Weyerhaeuser Timber Company 
Tacoma 1, Washington 
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You sell the modern pride of ownership with Western Cedar Siding. It’s the 
contemporary wall pattern created by Cedar Beveled Siding that produces 
the individuality your customers want. Versatility of proved materials in 
fresh, new designs makes sales for architects and builders. Uniformly dried 
Western Cedar Siding adapts gracefully to any style home — contemporary 
or traditional. Painted or stained, Cedar homes possess a distinctive charm. 

And you can sell this Siding with confidence because satisfaction has 
been proved by generation after generation of home owners. It’s the “grown 
in” qualities of Western Cedar that make it a better siding. Scientific tests** 
prove Western Cedar better because: It has a natural all wood beauty... 
it’s tops for workability, dimensional stability, resistance to splitting, natural 
insulation and paintability. Those who know siding best sell Western Cedar 
— and for a solid profit! The plus profit is the effortless re-sale to builders. 


WESTERN RED CEDAR LUMBER ASSOCIATION 
4403 White-Henry-Stuart Building, Seattle 1, Washington 


Put WesTERN Cepar’s CA Selling Formula to work for you: Curb Appeal, 
Contemporary Appeal, Customer Appeal, Custom Atmosphere, Centuries 
of Acceptance, Cedar Appearance and Cost of Application that’s lower. 


**Write for Research Facts and Merchandising Aids. 
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y AMERICAN 
RANGER? HOW YOU CAN ROPE MORE 


¢ a BARBED WIRE PROFITS! 


CF 


by Slim Jim, the Ranger Man 


WITH RANGER BARBED WIRE YOU CAN OFFER: 


LOW PRICE. Ranger Barbed Wire is ideal for today’s cost-con- 
scious farmers. It costs less than conventional barbed wire. 


QUALITY. Although farmers are cost-conscious, they still demand 
quality. Properly galvanized, 1314-gauge Ranger Barbed Wire is 
as strong as regular 1214-gauge barbed wire. 


CONVENIENCE. Ranger Barbed Wire is easy to string and stays 
taut. It comes in both 2- and 4-point barbs, 14-gauge. 2-point barbs 
are spaced 4” apart; 4-point barbs 5”. 


Ranger Barbed Wire offers you a bigger sales 
potential because ... Ranger Barbed Wire offers 
the farmer a better buy. 


Sell other American Brand Products for bigger sales 


1. American Baler Wire. It’s made right, to fit right, to 
work better. This means fewer breakdowns, fewer broken bales, 
and less work. 

2. American Steel Fence Posts. You can offer three durable 
styles. Farmers know that American Posts give them long serv- 
ice and save fence building time. 

3. American Nails. There’s a type for every job. You can offer 
a complete variety of head styles, point styles, coatings and 
finishes, plus packaging to meet your customers’ demands. 

4. American Hex-Cel Poultry Netting is always popular. 
It has the famous lock-joint feature. You can offer 1” and 2” 
mesh in widths 12” to 72.” 


is = best eee, 


USS, Ranger and Hex-Cel are trademarks 





American Steel & Wire is impressing the farmer with 
the advantages of American Fence. Intensive adver- 
tising to the farmer also urges him to look for the 
retailer who displays the American Fence sign. Be sure 
you do; send today for free merchandising materials. 
American Steel & Wire, Cleveland, Ohio. 


There’s more American Fence 
in use than any other brand! 








American Steel & Wire 
Division of United States Steel 


Columbia-Geneva Steel, San Francisco +» Tennessee Coal & Iron, Fairfield, Ala. » United States Steei Export Company, Distributors Abroad 
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n recent weeks our editors have been 
very busy gathering facts for a spe- 
cial anti-recession issue to be pub- 
lished May 12th. It is apparent from 
these dealer calls that many lumber deal- 
ers still have a wishful hope that the re- 
cession, by-passing and scores of related 
problems, might just blow away. Proba- 
bly this attitude, however, is just on the 
surface, because when you pin a man 
down he eventually admits that many 
changes in his operation are long overdue. 
Our only comment is why wait? 
why not get moving this spring and insti- 
tute the many changes you have often 
thought about over a period of years. It 
is a simple fact that if business boomed 
tomorrow, the increased volume would 
mean very little in the way of more 
profits to many dealers stuck with obso- 
le‘e methods for buying, pricing, han- 
dling credit and merchandising products. 


he real tragedy is that no dealer, 

if he really cares, needs to stay 

with traditional, old-fashioned 
methods, which lower profits. Often deal- 
ers tell us that their problems are unique 
and this becomes their excuse for keep- 
ing the status quo. It has been proverbial 
to agree with this attitude but we believe 
it just isn’t so. 

Patterns for merchandising are clearly 
emerging for the lumber dealer. It is 
leaving the general store category and 
beginning to emerge as an industry re- 
quiring a much higher degree of man- 
agement skill. Let’s take a look at a few 
basic trends. 

In the last issue we explored relations 
with the contractor from several new 
points of view. Art Hood, in his editorial, 
pointed out that continued “profitless 
prosperity” would result unless dealing 
with the contractor was revamped. It’s 
ironic to think that another 1.4 million 
start year would find the majority of 
the nation’s lumber dealers unprepared 
to battle for a legitimate profit return. 

The encouraging development is that 
more dealers each week are facing up 
to the contractor situation. Perhaps they 
can’t take any more seeing their contrac- 
tor breeze off to Florida each winter 


AMERICAN LUMBERMAN 


Time to Get Moving this Spring 


while they count slim profits. It may be 
growing resistance to the overbearing at- 
titude of many contractors; whatever the 
reason, the situation is improving and it’s 
about time. 


emodeling is another lively mar- 

ket being actively cultivated by 

dealers looking for greater profits. 
There’s a lot of postponing of decisions 
and fence-sitting when it comes to re- 
modeling. Dealers often fumble around 
and take what comes through the door, 
but hold off establishing a remodeling 
department. Let’s face the fact that pro- 
moting remodeling successfully is a 
full-time proposition for both customer 
satisfaction and healthy profits. We're 
just kidding ourself if we think getting 
remodeling volume is a casual deal, 
which requires little planning, beginner 
help and pint-sized merchandising. 

Store business also could be turning in 
more sales if housekeeping was better; 
if stock was policed and more effort was 
directed towards semi-self-service. We've 
been in yards of all sizes recently and 
the cost of making consumer sales is 
away out of line. 

If a retailer is to hammer out better 
deals with his contractors and strongly 
promote remodeling, semi-self-service is 
a “must.” Expansion of _ self-service 
could literally free thousands of trained 
people for more creative selling. 


t is amazing to note the resistance 

to self-service racks for piece-priced 

lumber, plywood and other board 
products. Just why this is defies explana- 
tion. If more dealers personally saw 
how smooth this system works on a 
busy Saturday morning, the plan might 
attract more converts. Another clincher 
might be the markup—100% to 150%. 

Dealers fuss over the small ticket on 
consumer business, but the blame largely 
rests on their shoulders. Unless changes 
are made in the store, there is little 
chance for improvement. 
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EDITORIAL 








When you glaze with 


I BHIWAT NM ‘ae wale ae na ae Oe 
PENNVERNON 


you assure customer satisfaction 


Any way you Look at it—or throug! 
it—PENNVERNON Window Glass is 
mality window glass. When you order 
PENNVERNON for the window sash you 
, 
make or buy, you get “window glass 
at its best.’ When you glaze with 
PENNVERNON, you assure customer 


Satisfaction 


PENNVERNON has a clear, sparkling 
surface and a smooth finish on both 
sides of the sheet. It provides excellent 
vision. And when you have to clean 
it, cleaning is easy. The color is con- 
stant, too—won't fade through the 
years. Look for the PENNVERNON label 
on each light; It guarantees these fine 
qualities 

For more details on PENNVERNON 
Window Glass, contact your nearest 
Pittsburgh branch or distributor 
Pittsburgh Plate Glass Company, 
Room 8156, 632 Fort Duquesne Boule- 


vard, Pittsburgh 22, Pa. 


PENNVERNON 


. not just 


window glass 














A — SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 
lp. 


1N CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITES 


| 
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Progress 


Report 


MECHANICAL § 


HANDL 


A Wholesaler's Plea for Progress: 


ibieenenmee ae 


“We Want Hardwoods in Units" 


Flywood and s> i\woocs are no problem, says Minne- 
sota lumberman, but hardwood shipments in units is an- 
other story. Here ii is. 


By Hiil E. Youngs! 
Youngblood Lbr. Co., 
Minneapolis, Minn. 


As wholesale distributors of hard- 
wood lumber and plywood, approxi- 
mately two years ago we converted 
our plywood operations to a mech- 
anical basis. There were no problems 
involved in finding plywood suppliers 
who would ship on a unitized basis. 
Our main problem was one of con- 
verting existing warehouse space so 
that unit storage of plywood would be 
feasible. This we met by utilizing our 
existing facilities. We built a concrete 
ramp alongside the plywood ware- 
house, which gave us access to the 
car by a small lift truck. We also 
trained our yard personnel in the tech- 
niques of unit handling of plywood. 

The savings in time and cost in our 
new plywood operations were so dra- 
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matic that we turned our attention to 
the hardwood end of our business. 
Here we faced many problems. 

First, there were no hardwood 
mills to our knowledge that were pre- 
pared or willing to ship on a unitized 
basis. Next, hardwood lumber is pro- 
duced in random widths and lengths 
to utilize the full value of the log and 
thus uniform units are more difficult 
to construct. Third, and perhaps the 
most difficult problem to overcome, 
is the trade customs by which hard- 
wood lumber is purchased and sold. 

The normal mill naturally produces 
from the log those grades which will 
develop the maximum vield to the 
sawmill and as a result virtually every 
log produces a certain percentage of 
first and seconds, selects, #1 common, 
and perhaps lower grades. From an 
economic standpoint, the mill oper- 
ator desires to sell the material in the 
same grades in which it is produced 
—that is a proportion of the lower 
grades along with the upper grades. 
If he does not do so, he may find 
himself with an accumulation of low- 
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er grades which are more difficult to 
move. 

Thus, the purchaser of a carload 
of hardwood lumber generally must 
expect to take a certain percentage 
of the lower grades along with the 
upper grades which he may desire. 
While he may be able to specify a 
straight car of upper grade lumber, 
he is apt to have difficulty finding a 
supplier or may have to pay a pre- 
mium for such stock. 

Sorting problem. In the distributing 
end of the industry, however, the sale 
to the trade is generally made on a 
specified grade. The end use to which 
the lumber is put may make it com- 
pletely uneconomical to buy a mixed 
grade. Therefore, we must sort the 
incoming carload shipments of hard- 
woods and break it down into its com- 
ponent grades. 

While there is a savings in time in 
unloading the car and perhaps demur- 
rage is avoided in some _ instances, 
nevertheless, the units must be broken 
down and sorted by hand to obtain 
the individual grades within them. 
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Unit-load progress has been slow 
—hut sure. Some of the ac- 
complishments as well as prob- 
lems encountered in the NRLDA 
-NLMA test program are digest- 
ed at right. Below is a revealing 
report from a lumber wholesaler. 
On following pages are new pic- 
tures of boom attachments; ply- 
wood and flooring handling and 
news of a new yard planning 
hook, 

The Editors. 


This, to a large extent nullifies the 
savings of unit handling if the units 
have to be handled by hand and re- 
built into units, which meet the grades 
which the trade demands. 

Trial car. About the time we were 
mulling these problems over we were 
approached by E. J. Stanton and Son 








Watch Your Ordering 


Progress in unit shipments is often 
stymied by dealers not following the 
specification sizes recommended for 
the NRLDA-NLMA test program, accord- 
ing to W. P. Gunn, Jr., Gerrettson-Ellis 
Lumber Co., Springfield, Mass. ‘Dealers 
send through specifications exactly the 
way they want it in their yards with no 
regard for the unit loading pattern," 
Gunn said. 

For details on the unit-load test 
program, write Robert B. Brown, mate- 
rials handling director, National Re- 
tail Lumber Dealers Association, 302 
Ring Bidg., N. W., Washington 6, D. C. 
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Status of NRLDA-NLMA Test 


Some 360 retail lumber dealers, 64 whole- 
sale lumber firms and 101 lumber mills sig- 
nified their desire to cooperate in the NRLDA- 
NLMA unit-load test program which began 
last fall. Despite disappointment at the num- 
ber of reports on receipt of cars by cooperat- 
ing dealers, the program has definitely 
proved that any retail lumber dealer, regard- 
less of size, can unload unitized lumber cars 
mechanically at substantial savings, accord- 
ing to Robert B. Brown, materials handling 
director of NRLDA. 

New ideas which have been developed, 


of Los Angeles, who inquired as to 
our willingness to experiment with 
them on a unitized car of Philippine 
mahogany. Of course, we were anx- 
ious to cooperate. This car was 
shipped to us the fall of 1957 and was 
the first car to date which we have 
received under the test shipping pro- 
gram. 

While both of us probably wasted 
a lot of time in trying to load and 
unload the car, from our point of 
view there is still a savings in this 
method over the old hand method of 
operation. 

Since Philippine mahogany is one 
of the few species which we normally 
buy by the straight carload in the first 
and second grade, and normally sell 
in smaller units in the same grade, 
we are able to obtain the full savings 
of unit handling both in the unloading 
process and in the order filling pro- 
cess. 

We went through the usual impro- 
visions in unloading this car due to 
our inexperience. We were able to 
give suggestions to our shipper for 
future unit loading of hardwood cars, 


Brown said, include use of both 3’-wide and 
2’-wide packages; split cars of unitized lum- 
ber; use of graduated size rollers, 8”, 6” and 
4”, to roll stacks from ends of the car into 
the doorway; use of kiln cars in place of 
rollers and new ‘‘boom"' attachments for box 
car unloading. 

Problems include improper loading; exces- 
sive impacts made at the mill; insufficient 
double-door boxcars; reluctance on part of 
many mills to ship in packaged units and 
slowness of dealers to order lumber for unit 
shipment. 


CAR OF UNITIZED HARD- 
WOODS shipped to Minneap- 
olis, unloaded by Youngblood 
Lumber Co. using 4,000-lb ca- 
pacity lift truck. Despite shift- 
ing, man hours involved in un- 
loading were 50% less than 
those required for unloading on 
a hand basis. 


which we think will eliminate some of 
the trouble which we experienced. In 
this type of operation where the in- 
coming units are resold without being 
graded or inspected, it is, of course, 
important that you have complete 
confidence in your supplier as to his 
grade and scale. 

Challenge to industry. Most of the 
development work in unitized ship- 
ment of lumber has been in the soft- 
wood or construction lumber end of 
the industry. In going over the list of 
cooperating mills participating in the 
NRLDA test program, we note that 
out of 101 lumber mills only two of 
them are hardwood producers. This 
probably means that the hardwood 
mills are deliberating the same prob- 
lems which we, as a distributing yard, 
faced when we were considering the 
matter of unit handling of hardwoods. 
Solving some of these problems may 
be a lengthy process but we feel that 
the hardwood industry must make a 
start toward developing satisfactory 
mechanical loading and unloading pro- 
cedures in order to reap the reduced 
cost by so doing. 
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FEET LONG TOTAL BOX CARS FIFTY FEET LONG OR LONGER 


TOTAL BOXCARS LESS THAN FIFTY 


S 15’ 
Openings ( or TOTAL or TOTAL 
7 8 9’ 10’ a2” 12’ 13’ 14’ more 8’ 4 10’ 4 12’ 14’ more 


less 
808 13399 4799 6344861 | 8779 7547 20847 2643 8448 13128 24034 88781 
0.8 85 23.5 27.1 
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3.0 95 148 


Be. 


Jan. 1, 1956 489766 44651 34691 2901 6892 3044 33535 
Total U. S. 77.2 7.0 5.5 0.5 11 0.5 535 0.2 2.1 
% Total 

Jan. 1, 1957 474543 46471 42296 5566 3933 
Total U. S 75.8 7.4 6.8 0.9 0.6 
*% Total 

Jan. 1, 1958 460114 45859 53585 3612 6060 1693 30089 746 13231 492 
Total U. S. 74.2 7.4 8.6 0.6 1.0 0.3 49 0.1 21 0 
°% Total 
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Industry-wide application of pack- cars is those having an 8’ door opening 
50’ 


Box Car aged lumber shipments depends to a The greatest increase in cars over 
great degree on sufficient wide-door length is those having 15’ or more 
boxcars. Robert B. Brown, materials door openings. “This indicates that 
handling director of NRLDA, com- our efforts to promote double-door 

CO res eet piled the above record of boxcars now cars, specifically the plug-door type, 
owned by American railroads. are having some effect on the rail- 

The greatest increase in the smaller roads,” Brown said. 





FOR YOU wWITH NEW 


DESIGNS! 





The biggest year yet in fence sales and profits is off to a great MORE SALES, QUICK AND EASY WITH 


start with Habitant’s introduction of a smart new addition to the . 

famous Habitant line. It’s beautiful, modern Basket-Weave in NEW lu vEcoRATIVE UNITS... 
long-life Michigan White Cedar. Shipped completely assembled 
in standard 7 ft. sections. Special-length sections necessary to fit 
your customer's individual lot line are available at no extra cost! 
New Habitant Basket-Weave Fence is ready for instant installa- 
tion with matching gate. This new addition makes Habitant the 


Here's the NEWEST idea in fence sales — ready-to-install units 
designed for dozens of uses. Units are shipped ready to install, 
complete with posts; all sturdily built of Michigan White Ce- 
dar. Twelve different units for your customers to choose from 


— each one an inspiration for additional sales of Habitant Fence! 
most complete line of fine wood fence, with styles ranging from 
: é ok ai If it doesn't have this tag, 
paling and stockade to popular picket and post-and-rail. 
it’s not Genuine Habitant! 


WRITE FOR DETAILS ON THE MONEY-MAKING .HABITANT FENCE 
LINE, AND FOR NEW FOLDERS, BROCHURES AND SPECIFICATIONS. FEATURED AT $19.95 AND UP. . . DELIVERED! 


Kiba ENCE, ING. 
BAY CITY 19, MICHIGAN 


The Finest Fence You Can Sell! 
Circle No. 22 on Coupon, page 82 





THE LANCASTER UNIT THE HAMPTON UNIT THE PENROSE UNIT 
to shield a terrace to screen an entry to frame a garden 
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With (iss) Gerrard equipment... 


“We get unequalled strapping service,” 


says Whiting and Kutch Lumber Sales, 





he Whiting and Kutch Division produces 

22,000,000 board feet of lumber a year, and flat 
steel strapping goes around every bundle of lumber 
in the plant. Here’s the kind of service they’ve re 
ceived from USS Gerrard equipment: 

With a Gerrard Model 40 Stretcher and Model 42 
Sealer it takes only two to three minutes for one man 
to strap a bundle of 2,500 board feet of lumber. Thanks 
to the self-contained Gerrard equipment, the men no 
longer have to carry three separate tools for stretch- 
ing, cutting and sealing. Now it takes only one hour 
for two men to strap a flatcar load, and the company 


Gerrard Steel Strapping Dept. 
U. S. Steel Supply 
Division of 


United States Steel 
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Division of Kaibab Lumber Company, 


Holbrook, Arizona 


saves approximately 20 minutes on each strapping 
job. The amount of body shifting they have to do in 
these operations is reduced to a minimum. In addi- 
tion, the built-in cutter on Model 40 eliminates the 
protruding scrap ends that are both shoddy-looking 
and dangerous. 

This is typical of the service USS Gerrard Steel 
Strapping equipment can offer to you. Gerrard equip- 
ment can be adapted to meet any of your packaging 
needs, or solve any of your packaging-tying problems. 
General Offices: Chicago, Illinois. 


USS and Gerrard are registered trademarks 


Gerrard Steel Strapping 
2933 W. 47th St., Chicago 32, Ill. 


Without obligation, please send me the new 36-page 
Gerrard Blue Book of Packaging. 


Name 
Company 


Address 
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Enjoy Outdoor Living! enicorer 
BUILD A 


SCREEN PATIO 
or PORCH 
Ack for FREE Plano! 


CHICOPEE 
Finen 
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— 


ENJOY COOL i apie iiiten Laie 
EATING SLEEPING (SSS: oS : ae 


build? = 


(rreen Lorch 


CHICOPEE °* 


oN LNS-¢ ORNING 
A Center Piece For ''Do-It-Yourself”’ Fi BERGLA S 
TM REG. U.S. PAT. OFF 
Home Improvement Headquarters 


Colorful, attention-getting three-dimen- SCREEN ING 


sional display shows an actual miniature 
screened patio. Convenient pocket holds 
give-away that sells Do-It-Yourself 
Screened Enclosure in detail. Handy pole 
stand is supplied for individual mounting 


as floor display anywhere in your store. 
“i fi By the makers of 
Reynolds Wrap 


*TRADE-MARK 
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PAITO ENCLOSURE 
PROMOTION 


Make Big $100 to $300 Unit Sales 
this Spring 


“In the spring a young homeowner’s fancy 
turns to thoughts of outdoor living!’’ And 
this Spring the big Chicopee-Reynolds Patio 
Promotion will have him turning to you for 
the material and equipment to build his own 
screened porch. 

This means unit sales from $100 to $300 in 
Reynolds framing, Chicopee screening and 
related items. It’s a program packed with 
profit for you! 

The attention-getting display illustrated 


here will be the focal point of home improve- 
ment activity in your area...a profit center 
for you. So make sure this is a stand-out 
sales season by getting in on this great new 
big-unit sales, big profit promotion. 

Ask your wholesaler or your Reynolds 
salesman or Chicopee salesman how you can 
participate. Get your free three-dimensional 
display, porch-patio plans for your customers, 
window streamer, envelope stuffer and other 
promotional material! 


A COMPLETE PROGRAM... 


“How-To-Build" Plans 
Sheet For Screened 
Enclosure 

Easy to follow, detailed 
plans and instructions 
for your customers that 
show how to build a 
screened porch, patio 

or breezeway. 


Envelope Stuffer 

A real traffic builder. 
Offers free “How-To- 
Build" Plans Sheet and 
invites customers to your, 
store for details. 





Newspaper Ad Mat 
Sells screened porch and 
Do-it-Yourself idea. 
Directs traffic to 

your store. 


Window Streamer 
Four color eye-stopper. 
Asks customers to come 
in for free building plans 


Reynolds Helps You Build Sales and profits! 


Make full use of your Reynolds Do-it-Yourself Rack and be 
sure it's full. See that it's stocked with a complete 
assortment of free Reynolds Do-It-Yourself Aluminum 

Project Sheets. Be sure, too, that you have a full supply 
of Reynolds Lawn Edging for added Springtime sales. 


Watch Reynolds All-Family Television Program, ‘‘DISNEYLAND"’, ABC-TV. 


REYNOLDS Do-It-Yourself ALUMINUM 


2496 South Third Street, Louisville 1, Kentucky 
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GONDOLA CAR is unloaded by the traveling carriage of 


Roberts boom device. 


22’ LENGTHS are carried safely and placed into piles by end. 


End-Loading With a Boom 


New Jersey lumber dealer invents fork lift truck 


attachment, which may have application in many yards. 


End-loading with a boom of his own 
design, Harold Roberts has converted 
the entire Volney C. Bennett yard in 
Camden, N. J., to an end-bin system. 

The Roberts boom, attached to the 
forks of a 15,000-pound capacity lift 
truck, has three advantages: 

1. No special grading or paving is 
needed in front of bins or piles . 

2. Boom can handle loads of any 
width from a single plank up to any 
practical package width. 

3. Loads can be moved forward or 
back on the boom simply by tilting the 
lift truck column. 

Roberts has used the boom for yard 
operations of all types, including un- 
loading of gondola cars. “Where it 
formerly took several days to unload 
10,000 feet of heavy timbers, we now 
do it in two hours,” he said. In tests, 
loads weighing 8,000 pounds have 
been successfully handled by the boom 
attachment. Last month Roberts un- 
loaded his first boxcar of packaged 
lumber with the device. 

Simple construction. An “I” beam 
is welded under a square frame de- 
signed to accommodate lift truck forks. 
At the outer end of the boom an “I” 
beam is used as a sling retaining bar. 

Loads are slung from the square 
frame and from the transverse end bar. 
A slight backward tilt of the column 
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holds the load securely against the 
truck. This prevents any violent swing- 
ing of the load when traveling over 
rough terrain. 

To move loads in or out, a small 
trolley-type slinging device rolls freely 
along the “I” beam boom. Loads are 
slung at center and can be slipped into 
the bins, which the truck could not 
otherwise reach. 


Roberts said that you can attach 
the loader to a fork lift truck in less 
than a minute. There is no need to re 
move forks, he said. 

The loader is safe, according to 
Roberts, because it has four points ot 
suspension, eliminating swing. “When 
the loader is tilted back, the lumber is 
held securely against the frame of the 
lift truck,” he explained. 


ATTACHMENT can be placed on forks of lift truck in one 


minute, says inventor. 
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THE MAN WITH THE MONEY 


"| 


this Distin® 


? ) FoR Se 
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we Homé 


buys Quality so he can sell Quality! 


When the customer—the Man with the Money—visits yout 
place, do you get as much of that money as you should, or 
could? Let’s say the Man with the Money builds distinctive 
homes...4, 8, maybe a dozen a year, either custom or for 
speculation. Ever listen to his sales pitch? He sells brand- 
name quality! “This is an‘X° furnace; a‘Y’ plumbing fixture; 
a‘Z lifetime roof!” 

Maybe he even buys that famous “Z” roofing from you. 
But— if you don’t also carry a well-known brand of lumber, 
he possibly buys from a competitor who does! Remember 
this: brand-name kiln-dried lumber is just as important to 
the builder’s quality story as “X,” “Y” and “Z”! 


The Man with the Money is sold on brand-name qual- 
ity because his customers are. Sell him the quality lumber 
end-stamped with the “Indian Sign” brand and you'll be a 
man with money, too! 


p 
i 


» the fine, soft texture of high-altitude timber 
» kiln dried 
» Precision milled 


, brand identified 
, clean, bright appearance; waxed ends 


. consistently graded 
, carefully handled and loaded 
. speedy, dependable delivery the year ‘round 


SOUTHWEST BRAND PONDEROSA PINE LUMBER 
Made to please the Man with the Money 














- —f ——— 
outhwest 


SIDING ¢ SHEATHING ,. SUB-FLOORING 


ROOF DECKING , PANELING INTERIOR FINISH 


General Offices: P. 0. Box 908, Phoenix, Arizona 


Mills at Flagstaff and McNary 
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a oe ies —— OUT OF CORNER comes 18’ long unit. Single sling 
QUICK SLIP through 6’-wide door for fir unit, 3’ wide, 18’ long, slung slipped around end; load raised, moved inward onto 
onto the Fowler unloader. load block. 


Fowler Boom Passes Rigid Tests 


shows the unloading scene at Pine- 


“We have done the impossible,” said month, the boom speeded removal of 
Leonard Koenan, president of May- 3’ strapped packages of White fir crest. 
fair Lumber Co., Chicago, concluding shipped from Haining Lumber Co. 
an exhaustive experiment in handling in Arizona to Pinecrest Lumber. A 
strapped lumber packs of every size picture at top of page 34 this issue 


The fowler attachment is priced at 
$1,275, FOB, Williams, Ariz. It weighs 
approximately 1,500 pounds. 





and type with the new Fowler un- - 


loader pictured above and below. Here PACKAGED LUMBER—WEIGHT LIMITS FOR FOWLER LOADER 


























is what they did: at 16’ Extension on 15,000-Pound Lift Truck with No Counterweight 
¢ Put a bundle of fir 24’ long, 94” (Minimum Length, Various Sized Packages—Nominal Dimensions of Dressed Lumber) 
ride ; 24” hig 1 > i 2 ; 5 
00 nae 28 high —= single-door yoy | i 24" Wide 36°" Wide 36°" Wide 48" Wide 48 Wide 
XCar. SPECIES OF WOOD Bad. Ft. Bd. Ft. 24 High 24° High 36° High 24° High 32°° High 
¢ Put pack 3’ wide and 18’ long Southern Yellow Pine 2800 1175 “_ iw 2 <— oro 
through the 6’ wide car door, between SN i 1340, 28 18 12 14" 
two long packs. Larch 2680126526 17 il 
¢ Put in packages 12’ long and 4’ i eS 0 EE E a wae 
wide: 18’ long by 3” wide and 94’ long Hemlock 2000 eo 1600 = : Ale ~—. 14" 
‘ua ae My “4 a 5 Ponderosa Pine 1920 1675 = 15° 
by 2" wide. The car was loaded cee ; 1920 1675 ee: eS. 
36’x9. West White Pine 1880 (1700 15 
Then, the Fowler boom went to White Fir +1800 1770 ; ; ~~ 16 
work, attached to a Mayfair fork lift East White Pine __ | _—:1880 . ee : eae | ee a: |e 
truck. Most loads were removed in West Red Cedar ee ee Ee. ee ee ae! Le 
less than five minutes. One unit of 1—BF=length x 48 WEIGHT-SIZE TABLE compiled by Signode Steel 
1,620 feet (3,700 pounds of lumber) 2—BF=length x 72 Strapping Co., Chicago, distributors for Fowler 
was out in four minutes, despite its 3—BF=length x 108 loader. Figures based on weights of second- 
tough corner location in the car. 4—BF= length x 96 growth dressed lumber. (24”x24” units can be 
In another test in Chicago last 5—BF=—length x 128 lifted 2 or 3 at once). 


SHORT PACK is removed from far end of car by the 
boom. Total unloading time: 5 minutes. 


4’ WIDE PACK flows with ease out of far corner of car 
and lifted over 3’ high units at door. 
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LOC-WALL: Idaho White Pine and Inland Red Cedar 
in Formal and Traditional styling; Larch in Formal styling. 
Plywood Panels look like individual boards of random lengths 
and widths, edge and end-Vee'd. Also produced with Gruve- 
Ply pattern. Interlocking furring strips are already attached, 





NU-WALL: Ponderosa Pine paneling with random 
Vee horizontal end-matching. Kiln-dried and packaged to 
specified 7’ or 8’ lengths. Comes in three distinctive stylings: 
Formal (clear), Traditional (small to medium knots) or Con- 
temporary (medium to large knots). 
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GRUVE-PLY: Idaho White Pine or Knotty Cedar 


plywood produced with surfaces carefully sliced like the 
most expensive imported woods. Looks like individual boards 
side by side. Goes up quickly, economically. Pre-grooved 
edges give uniform joints, eliminate need for mouldings. 


3 NEW WOOD PANELINGS 
STYLED FOR MODERN HOMES 


@ Wood paneling is more popular than ever 
with consumers these days. These three 
panelings from Weyerhaeuser will help meet 
this demand. Each style is carefully manu- 
factured, designed for customer appeal, and 
packaged for added dealer profits. 


All three panelings come in special cartons 
which protect the wood from dust, dirt, and 
damage. Packages are easy to handle, easy 
to store, easy to inventory. Customers appre- 
ciate the way these panelings arrive on the 
job with their natural beauty unmarred, all 
ready for quick installation. 

Investigate Loc-Wall, Gruve-Ply, Nu-Wall, 
and the other fine Weyerhaeuser wood pan- 
elings. For full details, consult your nearest 
Weyerhaeuser 4-Square Sales Representative. 


Weyerhaeuser Sales Company 


FIRST NATIONAL BANK BUILDING e¢ ST. PAUL 1, MINNESOTA 
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The finishing touches 
that make sales! ie 


Now in Our 60° Year 


DRAWER SLIDES 


Top quality K-V drawer slides are your answer 
to home building and remodeling profits. They're 
well designed, sturdily constructed and guaran- 
teed to keep drawers from sagging or sticking. 
Each K-V drawer slide is backed by Knape & 
Vogt’s 60-year reputation for highest quality. 
Ask your K-V sales representative to tell you the 
complete K-V story. 


K-V No. 1300 Lightweight Exten- 
sion Drawer Slide This \ightweight 
ball bearing drawer slide has nylon rollers 
for noiseless, smooth and effortless op- 
eration. It is economical and will carry 
loads up to 50 Ibs. Easy to install; comes 
complete with do-it-yourself instructions 
fully illustrated and explained. 


K-V No. 1400 Ball Bearing Exten- 
sion Drawer Slide Provides floating 
extension for heavy drawers. Positively 
eliminates sticking, jamming, sag or 
breakdown even when drawers are heavi- 
ly loaded and fully extended. Has self- 
lubricating, frictionless bearings. Sizes 
12” to 38” 


K-V No. 1600 Self Closing Exten- 


sion Drawer Slide Closes automati- 
cally when the drawer is within six inches 
of closing. Glides shut easily, noiselessly 
and smoothly on ball bearing nylon rollers. 
Drawer easily removed at full extension 
without removing mounting screws. Com- 
plete instructions enclosed with each unit 


K-V No. 1700 Extra Heavy Duty 
Extension Drawer Slide Glides out to 
full extension, even under loads of more 
than 100 Ibs. Allows full use of all drawer 
space. Recommended for heavy-duty 
drawers, all file cabinets and drawers 
holding precision electronic equipment 
such as high fidelity tuners. Frictionless, 
noiseless, easily installed 


KNAPE & VOGT MFG. CO. 
Grand Rapids, Michigan 
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2x6's LAID across the tops of piles in car, joined with uprights 
at either end of the load and securely steel strapped. 


Unitized Plywood 


A technique of bracing carloads of plywood bundled 
with steel strapping has cut loading time 25% and elimi- 
nated in-transit damage to shipments from Potlatch Forests, 
Inc., Lewiston, Idaho. 

The packaging and loading methods have been developed 
by Potlatch Forests specialists with cooperation of Acme 
Steel Co., Chicago, manufacturer of steel strapping. 

The size of plywood stacks to be unitized is determined 
by the specifications of panels to be shipped and the length 
of the freight car. Plywood panels are then counted and 
stacked on a protective sheet of scrap veneer. The stacks 
are covered with protective paper and the ends tucked be- 
neath the top plywood sheet in each stack to hold the cov- 
ering in place. After plywood has been stacked and 
wrapped, two lengths of %” x .020” strapping are placed 
around each unit, about 12” from each end, tensioned and 
sealed. 

Potlatch Forest’s bracing method employs three braced 
units per carload of plywood. Each unit is braced tight 
against other protected units which are against the spacers 
in end walls of the car. This helps to eliminate shift, it 
is said. Strapping encircling the units in the load eliminate 
edge damage and loose panels, it is claimed. 


PREPARING CAR 
for unit loads 
shown at right. Af- 
ter filling end 
walls with scrap 
lumber, strapping 
is laid lengthwise 
on car floor and 
stapled to 2xé6’s. 
Uprights are then 
nailed to end wall. 
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8 MORE REASONS WHY 
WEPCO’'s LINE IS GREAT FOR’58 


The Duo-Matic Window, pilus 7 great 
doors... pilus national advertising, 
liberal co-op Ad pian, and 
merchandising aids... make WEPCO 
this year’s best buy. 


WEPCO, Litchfield, Illinois 


A Division of The Weather-Proof Co. KANGAROO 


CLASSIC 




















No metal/-to- 
Only | | metal contact... 
gives | complete vinyl 
you all these 7 weather-stripping!/ 
features : 












































EQUA-LITE HI-LITE FLORIDIAN CALIFORNIAN DUO-MATIC 
Screen Door Window 





Sales down 


On New 


construction? 


Go after the remodeling market! 


Even if new construction starts are down in 
your trading area, you can bounce your books into 
the black again by going after the tremendous 
modernization market. Not only is there a much 
greater potential profit-wise, but financing is 
easier to arrange. Here’s the starter: 

Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list 
or one we can develop for you. HOME is full of 
detailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials. 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 
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who are looking for how-to information. A recent 
readership survey indicates that 98% of readers 
know the name of the dealer sending them HOME 
magazine; 75% have made purchases as a result 
of receiving it. 

Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 15¢ per copy, including your front cover 
imprint, all handling and mailing charges. 

We will be glad to send you full information 
about this outstanding promotional service. Just 
fill in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000L, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 

FInancial 6-5380 

( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street 
City Zone State 


Your name 














to profits! 


... that’s your stock of Milcor Steel Access Doors 


Good building practice calls for quick, convenient Milcor Steel Access Doors are loaded with sales points: 
servicing of plumbing, heating, electrical, and air- They have the advantages of steel—but, installed, 
conditioning systems. And right there is your oppor- actually cost less than doors made of wood. 
tunity to sell Milcor Access Doors—in volume. Every They are completely assembled—ready to install— 
home needs at least one—larger buildings often need in one operation. 
hundreds. They can’t warp, crack, shrink, swell, rot, or burn. 
You can furnish four types, in a wide range of sizes 
(including specials), for use with plastered and un- 
plastered construction. All types are readily available 
from our nearest branch, or from distributors in your 
local area. Send for a price list today. 
1. Style “‘K"’ for plastered walls. With expansion wings 
2. Style “L’’ for plastered walls. Without expansion wings 
3. Style “‘M’’ for masonry, brick, stone, tile, etc. With overlapping flange 
4. Style “‘A’’ for use with acoustical tile 


Steel Access Doors 


INLAND STEEL PRODUCTS COMPANY 


DEPT. D,4029 WEST BURNHAM STREET * MILWAUKEE 1, WISCONSIN aTLaNTA © BALTIMORE ® BUFFALO ® CHICAGO 
CINCINNATI ® CLEVELAND @ DALLAS @ DENVER © DETROIT © KANSAS CITY © LOS ANGELES @ MILWAUKEE ® MINNEAPOLIS 


NEW ORLEANS @© NEW YORK @ ST. LOUIS. 
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Progress Report—Mechanical Handling 








What's New in Equipment 


Automatic Loading Dock Ramp 


A mechanical loading dock ramp, completely automatic in 
operation, has been developed by Rotary Lift Co. A spring 
compensating mechanism, eliminating the need for a counter- 
weight, is a feature of this new Automatic Dock Ramp. It is 
powered entirely by force of a truck backing against the bumper 
assembly, which raises the platform and then lowers it into 
contact with the truck bed. In a matter of seconds, clear passage 
is available from dock to truck for loads up to 20,000 pounds, 
says maker. It 1s available in standard models for either re- 
cessed or front-of-dock installation. Rotary Lift Co., Dept. 
F-AL, 1054 Kansas, Memphis 2, Tenn. 
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Tri-Free-Lift Mast 


The new Tri-Free-Lift Mast is now available on all Truck- 
Man fork lift truck models. The mast combines a higher lift 
with a lower down height and a very high free lift, says maker. 
Available in three lifts, 13642”, 14542” and 181%”, masts 
have respective down heights of 68”, 71” and 83”. On the same 
mast, maximum free lift varies from 4542” on the 136%” lift 
to 6012” of free lift on 181” lift. Because of its high reach, 
the maker states tests have shown that warehouse capacities 
can be increased as much as 25% using the new mast. Truck- 
Man Trucks, Dept. AL, 536 Liberty St., Jackson, Mich. 
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Low-Cost Pallet Jack 


A new ratchet lever jack, designed to speed the unloading of 
lumber pallets from railroad cars at lumber or freight yards, is 
announced by The Joyce-Cridland Co. The jack is equipped 
with a toe lift to which a 40” steel angle is welded. Angle is 
inserted under one end of a lumber pallet and the load is raised 
until two pipes or cylinders can be placed underneath. Pallet 
can then be rolled to the car door for transfer either to truck 
bed or fork truck. The model above is a standard single-acting, 
automatic-lowering jack, 28” high, with a 19” rise, 15-ton ca 
pacity and weight of 98 pounds. The Joyce-Cridland Co., Dept 
AL, 2027 E. First St., Dayton 3, Ohio. 
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30,000-Pound Capacity Gerlinger Carrier 


Called the Gerlinger 30-S, a new heavy-duty material carrier 
features hydraulic swinging shoes, which can be operated in 
or out at any lifting height to facilitate the handling of off-size 
or hard-to-align loads, says maker. The carrier is powered by a 
Ford V-8 industrial engine with overhead valves and 332 cu. in. 
displacement. Turning radius is 174”. The lifting shoes, which 
are 95” in length, will lift a 15-ton load 30” at a speed of 10” 
per second. Gerlinger Carrier Co., Dept. AL, Dallas, Ore. 

Circle No. 252 on Coupon, page 82 
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Hyster’s New Space-Saver Models 


An entirely new line of cushion-tired 
trucks in the 6,000 7,000 and 8,000 
pounds capacity range feature superior- 
ity in such operating specifications as 
turning radius, lifting and travel speeds 
Power steering is standard equipment. 
The new Hyster trucks were styled by 
one of the nation’s top industrial de 
signers for improved operator comfort 
and visibility. The new line is also avail- 
able with the new Hyster Power Shift 
Hystamatic transmission with Feather 
Touch Control as optional equipment 
Elimination of the conventional clutch and pedal and manual 
shifting of gears plus unlimited control in the critical “inch- 
ing” operation are its essential features. Key to the performance 
of this completely new unit is a series of oil lubricated metal 
discs, which transmit power to the driving gears. Its rugged 
construction (right) with internal oil lines is said to eliminate 
many problems common to similar type transmissions. For com- 
plete details, write Hyster Co., Dept. AL, 1003 Myers St., 
Danville, Ill. 
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Towmotor Adds 
Block Forks 


Special block forks on 
this Model 680-P Towmotor —d 
fork lift truck speed lifting, ae | 
transporting and stockpiling yg 


kpi 7 we 
of cinder blocks by eliminat- @ , pana! 


& 


a? 
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ing the need for pallets and 
racks. Designed for insertion 
in the bottom row of a cube 
of block, 39” forks are 
mounted on an extra-wide ped with a Sideshifter Acces- 
carriage with capacity of sory. Towmotor Corp., 
5,300 pounds at 24” load Dept. AL, 1226 E. 152nd 
center. Unit also is equip- St., Cleveland 10, Ohio. 
Circle No. 205 on Coupon, page 82 


Clark’s Side Shift 


A side-shift attachment 
for the Clarklift line of fork 
trucks permits operators to 
shift loads right or left for 
precise spotting. It gives ac- 
curate control of warehouse 
tiering or carloading without 
requiring the fork truck to 
be maneuyered into exact 
position. The standard side 
shift gives 3” shift to either 
side; the heavy-duty model uprights. Clark Equipment 
provides 4” shift. Both are Co., Industrial Truck Div., 
available for use with stand- Dept. AL, Battle Creek, 
ard, Hi-Lo and triple-stage Mich. 
Circle No. 206 on Coupon, page 82 
(continued on page 53) 
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JOIN THE 
“can’t lose” 


Flexible Plastic 
Pipe Contest 





«+. you may also win one 
of 4 trucks...in addition 
to one of 100 other prizes in the 
DU PONT PLASTIC PIPE CONTEST! 


Cresline is the proved right flexible plastic pipe. Proved 
right by grueling accelerated use tests. Checked for 
quality through every stage of production. Approved 
for drinking water use by the National Sanitation 
Foundation. Guaranteed right in writing! Because 
Cresline is made of Du Pont Alathon 25, the finest 
quality virgin polyethylene, those who handle Cresline 
are eligible to enter Du Pont’s easy contest. Entry cards 
are attached to each coil of Cresline Flexi- 

ble Plastic Pipe. Write today for literature 

and name of your Cresline representative. 


re \ Investigate CreAimt KL (Kralastic)... 


the superior plastic pipe for extra-rugged use! 


Cresline KL pipe is made from 100% vir- 
gin Kralastic resin. The lightest of all semi- 
rigid or rigid plastic pipes, it is excellent 
—— for many home and industrial uses includ- 
Write for ing drinking water service lines where 
FREE working pressures permit. Because of its 
authoritative extra strength, it can be used in many ap- 
booklet... plications instead of metal pipe at a sav- 
ings of 50% to 75% on installation costs. 
Write for details. 


All Plastic Pipe Is Round, Black and Has 
a Hole in It... But There Is a Difference! 


“HOW TO 
CHOOSE AND 
USE FLEXIBLE 
PLASTIC PIPE” 








CRESCENT PLASTICS, inc. 


Dept. L-8, 955 Diamond Ave. * Evansville 7, Ind. 
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PLASTIC PIPE CONTESTS 
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i“It’s easy! 
Just 
NAME 


ME!” 


“NAME ME. 


>? 


and you may 
win a 1958 Ford Ranchero pick- 
up truck! Or any of the exciting 
prizes shown below 


FOUR 1958 FORD RANCHEROS 


100 ADDITIONAL HIGH-QUALITY PRIZES 





WHO'S ELIGIBLE: 

the United States who buys pipe 
25 polyethylene resin from job- 

rs and sells to users. This 


Anyone in 
of ALATHON 
bers or distribut 


includes retailers, plumbers, well drillers, etc. 


HERE’S ALL YOU DO: 

1. Detach official entry blank on your current 
shipment of pipe made of ALATHON 25 manu- 
factured by Anesite Company, Crescent Plas- 
tics, Inc., Franklin Plastics, Inc., Plastic Pipe 
& Tube Div., Plastic Process Company, Re- 
public Steel Corporation and Yardley Plastics 
Company. (If you are not stocking pipe of 
Du Pont ALATHON 25, ask your jobber or con- 
of the manufacturers mentioned to 
in on these exciting contests! 


tact any 
learn how to get 
2. Choose a name for the pipe character. 

3. Fill out and mail the self-addressed entry 
card. Entries must be postmarked by mid- 
night of closing date of each contest. (Starting 
and closing dates of each contest are listed 
under prizes. 


HOW THE CONTEST WORKS: 
Enter as often as you wish. Submit one 
name only on each official entry card. 


All entries must be submitted in your 
own name, but that doesn’t mean you 
can’t get some help in thinking of the 
names. Why not make this a family 
game? Ask the wife and kids to join you 
in suggesting names. You'll be surprised 
at how many names you can think of in 
only a few minutes. You don’t have to 
limit the name to one word, either; use 
two or even three. 


Prizes will be awarded for the best 
names received from each region shown 
below on map. Judging will be by an in- 
dependent organization, on the basis of 
originality and aptness of thought. If 
more than one person submits the win- 
ning name, duplicate prizes will be 
awarded. Decision of the judges will be 
No entries will be returned. All 
ideas therein become the 


final. 


entries and 


property of E. I. du Pont de Nemours 
& Co. (Inc.), to be used as it sees fit. 


WINNERS WILL be notified by mail as soon 
as possible after each contest closes. A 
list of winners will be sent to any con- 
testant requesting same and enclosing a 
stamped, self-addressed envelope. 


Each region will have five winners in 
each of the five contests. (Prizes and 
closing dates shown below.) After the 
fifth contest, all winning entries (25 from 
each region) will be judged for grand 
prizes, and a Ford Ranch- 
ero will be awarded for 
the best entry in each 
of the four regions. 

Contests are sub- 
ject to federal, 
state and local 
regulations, 





Here are prizes 


ZENITH 


20 





2 WESTINGHOUSE 
CALENDAR 
CLOCK-RADIOS 


Contest No March 1, 
ends midnight, March 31 


TRANSISTOR 
POCKET RADIOS 
Contest No. 5 starts June 16, 


s midnight, July 31 


20 KODAK MOTION 

PICTURE CAMERAS 

Contest No. 3 starts April 21, 
ends midnight, May 11 


2 LEEDS NESTED 
LUGGAGE SETS 

Contest No. 4 starts May 12, 
ends midnight, June 15 


2 WARING 
BLENDORS 
Contest No. 2 starts April 1, 
ends midnight, April 20 


1 starts 


eee eee eee eee eee sees 
eee eee eeeeeseeeeeee 
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ONE FORD RANCHERO WILL BE AWARDED 
IN EACH REGION SHOWN ON MAP 








a 
There is a difference 
in flexible plastic pipe... 
specific quality pipe 
made of ALATHON® 25. 


Better Things for Better Living . . . through Chemistry 
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EQUIPMENT POINTERS 


Mr. Dealer: 


GET IN THE 


Scoop Eases Yard Chores 


“The ‘bug’ is one of the handiest 
gadgets in the yard,” is the way a 
yardman_ described the hydraulic 
scoop used in the Kemp Grain Co. 
yard at Lexington, Ill. Besides its 
grein elevator, Kemp has a substantial 
building materials and coal business. 4 OD 
Originally purchased to load bulk = ~<a. 
materials, the versatile “bug” is also = » *58 FORDS 
used to ease housekeeping chores = (RANCHEROS) 
around the bins and to grade and fill 


* 
the yard’s driveway and parking areas. with 


Kemp employes refer to the scoop 


as the “bug” because it gets into tight 
corners easily. This relieves them of 
the tedious job of shoveling spilled 
materials into a spot more easily ac 


cessible to less-maneuverable equip- 


al There’s an entry blank in 
every coil of Yardley pipe 


Fill out... mail in... 
nothing else to do! 


See opposite page for 
complete list of prizes 


and contest details 


Lift Raises Rental Profits 
A scissor-type sheet rock lift is ac- MAIL COUPON TODAY FOR 


counting for a boost in rental profits THE NAME OF YOUR YARDLEY 
at the Yreka (Calif.) Lumber Co. 
PIPE DISTRIBUTOR 


Made of wood, the lift is mounted on 


retractable two-inch diameter _ steel a 
casters with rubber tires, which give — oe eee ee ee ee ee es ee = 
it ease of mobility. It will go through 


any standard door opening and can ‘ 
eS ' les, "i ‘ Yardley Plastics Co. 
easily be taken from room to room. SAh Sesenes Meh. Cohenies 1%. Obie 
Because of its wide stable base, it will P 
easily handle 150 pounds. Send me further information on the Plastic Pipe Contests and the name of my 
“Homeowners adding a room or Yardley pipe distributor 
i ; > » ) > a 
building their own houses rent our oe 
lift because word has gotten around 
that it’s easy to use,” says assistant Company___ 
manager C. R. Simas.” The lift is 
rented for $3 a day or $15 a week. 
In addition, it has brought us a lot City__ ; State 
of extra sheet rock sales,” declares 
Simas. { oo ca 
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Here’s your chance to win national and local recognition 
as one of the top U. S. lumber dealers, plus useful prizes, 
simply by telling what you do to sell home improvements! 


*HOME IMPROVEMENT, maintenance and addi- 
tions, comprise a market which U.S. Dept. of Com- 
merce figures indicate should total more than $12 
billion in 1958. 


Home Improvement Council now offers every dealer 
the support of a nation-wide campaign to capitalize 
on this huge market. 

To call attention to this opportunity and the poten- 
tial it offers for the sale of building materials, Amer- 
ican Lumberman is sponsoring awards and offering 
prizes for special dealer achievement in the sale of 
home improvements. 


YOUR 1958 SALES PROGRAM CAN WIN! The 
methods you now use, or plan to employ this year 
to sell home improvements may win national recog- 
nition and local publicity for you as an entry in the 


American Lumberman’s 1958 Dealer Achievement in 
Home Improvement Awards contest. 


*WHO IS ELIGIBLE TO ENTER? Every lumber 
and building product dealer in the U.S. is eligible 
to enter this contest. 


*HOW TO ENTER: The contest is simplicity itself 


. all you do to enter is fill out the entry blank, across 
the page, and mail it to American Lumberman. 


* AWARDS: A total of four (4) national, and ten (10) 


regional awards will be made. 


* PRIZES: Ist Prize—a complete home planning cen- 
ter for your store. 2nd Prize— Stereo Realist Camera 
outfit. 3rd Prize—complete set of ADservice ad mats. 
4th Prize—Home Maintenance & Improvement direct 
mail package, one year’s service for 100 prospects. 


EVERY WINNER GETS THIS RECOGNITION! 


Full national coverage in American Lumberman. 


News release sent to dealer association of which 
award-winner is a member. 


Local presentation of award with resultant news- 
paper publicity. 


Local mailing, covering facts and basis for award, 
to winner’s suppliers, contractor customers and to 


important local business factors such as bankers, 
realtors, etc. 
5 A beautiful award certificate suitable for framing. 
6 A miniature reproduction of award certificate for 
use in advertising. 


7 Subsequent feature editorial treatment of winner’s 
operations in issues of American Lumberman. 
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‘First Award 


FOR DEALER ACHIEVEMENT 


biti hh vewlaioumnus 
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for outstanding performance 
in promoting HOME IMPROVEMENT 













SPONSORED BY 
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DEADLINE )FOR ENTRIES: June 30, 1958 







JUDGES: Fred C. Hecht, general retail merchandise and sales manager, Sears, Roe- 
buck and Co., Chicago; Don Moore, executive director, The Home Improvement Coun- 
cil, New York and Ivan Foley, prominent New Orleans lumberman. (Mr. Hecht is also 
president and chairman of The Home Improvement Council.) 

























OFFICIAL ENTRY BLANK 


Dealer Achievement Awards in Home Improvement We've already made a good start in promoting 
remodeling in our yard, We are now doing the 

AMERICAN LUMBERMAN oe ali 9 

139 North Clark Street (| We have become a member of HIC (Home 


Chicago 2, Illinois Improvement Council) 
We have __________ outside salesmen work- 
ing this market. 

We have a list of qualified contractors, with 
their specialties detailed. 


It’s easy and simple to enter. Check to the right to indicate present services 
you now offer, and then write, below, a brief summary of your 1958 pro- 
gram to sell home improvement. 


HOME IMPROVEMENT SALES PLANS FOR 1958 


{| We have our own crew of remodeling me- 
chanics. 


[) We have made a market survey and know 
In 1958, we plan to do the following to sell still more profitable home improvement the best “packages” to promote. 
business: [) We have displays of completed “packages,” 


such as model kitchens. 
We are ready to give estimates promptly 
and accurately. 
( We follow up leads supplied by manufac- 
turers. 
We have modern visual sales tools—slides, 
photos, etc., to use on calls, in the store. 
(Just a brief summary in your own words will do. However, there is no word limit. Take all the We offer true one-stop service on remodel- 
space necessary—use a separate sheet, if needed—to give us a clear picture of your 1958 program.) ing—material, labor, financing. 
" We have a planning center in our store to 


NAME OF INDIVIDUAL . . . 
SUBMITTING ENTRY TITLE merchandise remodeling. 


We advertise remodeling consistently. 


COMPANY We display effectively the materials most 
often used for remodeling. 


ADDRES 
D $ We call on customers at night in their homes 
to close deals. 










CITY ZONE STATE 
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SQUARE —The ends of FLAT—There are no UNIFORM WIDTH SMALL MESH — Pencil- 
every sheet are at ab- waves, humps or bumps Edges of the sheet are size openings 6678 
solut ght angl \ Vv he widtt - _ . 
gets. he gyre in the sheets eeee ee ened: neter Meee MORE OPENINGS PER 
the edges of the sheet is the same from end to 
end SHEET 





Bostwick has anew revolutionary process for manufacturing diamond 
mesh metal lath. It’s one of the first major contributions to the quality 
of diamond mesh metal lath for over 3O years. 

First, every sheet comes off the machine absolutely flat, and every cor- 
ner is positively square. Next, the edges are ruler straight. ..no bows. 
In Bostwick diamond lath the meshes have always been small; and 
now, with almost pencil-size meshes, the scratch coat may be applied 
by hand or machine with minimum plaster loss. Show these real advan- 
tages to your lathers and plasterers; they will buy! 


THE BOSTWICK STEEL LATH COMPANY 
107 HEATON AVE., NILES, OHIO 


Circle No. 57 on Coupon, page 82 April 28, 1958, AMERICAN LUMBERMAN AND 




















WHAT’S NEW IN EQUIPMENT 


(begins on page 16) 





Introduces New Line for Dealers 


A low-cost answer to the lumberyard’s need for on-the-job 
material handling, stockpiling, clean-up and other storage jobs 
is Massey-Ferguson’s new Work Bull Fork Lift. Because of its 
high flotation, it operates on rough surfaces, across ruts, in mud, 
tracks, etc., as well as paved areas. Providing 10 quick-change 
attachments, the unit handles all types of solid or semi-solid 
materials in bulk and packaged form. It can operate under a 
clearance of 8’2”, but maintains a full 10’ of lift height without 
the mast extension. An extra-large 3” diameter hydraulic cyl 
inder furnishes the thrust needed for no-shock lifting of objects 
up to 4,000 pounds. Massey-Ferguson Industrial Div., Dept 
AL, 1009 S. West St., Wichita, Kan 


Circle No 207 on Coupon, page 
Easily carried on a car, 
trailer or pickup truck, both 
Palmer E-Z-Lift Conveyor 
models feature strength, easy 
handling and low price 
Standard lengths include: 16, 
21, 23%, 26, 28%, 31 and 
3312’, special sizes are avail- 
able on order. Complete 
A with engine, E-Z-Lifts oper- 
Lifts Concrete, fis ate from 0 to 60°, move 
Blacks, Slabs Grout, Gravel 720 units or from 20 to 30 
aihee [ a cubic yards per hour, says 
Materials Materia maker. Exclusive feature is 
said to prevent concrete and 
mud build-up under cleats 
Companion hopper, chute, 
other accessories are avail- 
able. A. Palmer Scaffolding 
Co., Dept. AL, 3928 San 
Fernando Rd., Glendale 4, 

Calif 


Portable 
Conveyors for 
Solids, Bulk 


Ufts Bricks 
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Yale Develops 
Slope-Shift 


The new Yale _ Slope- 
Shift attachment for the G-3 
Series of 15,000—20,000- 
pound capacity lift trucks 
provides a means for safe, 
fast stacking of lumber in 
outside areas where rainfall 
poses a storage problem. The 
attachment can tilt a load 
6° either right or left, per- 
mitting the piling of lum- 
ber on an angle so that it 
will shed water. The attach- 
ment is mounted directly to velt Blvd., Philadelphia 15, 
the truck’s carriage side Penna. 
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plates. Yale & Towne Mfg 
Co., Dept. AL, 11000 Roose 


Lovitive Window Control 
Ideal 3 
Heavy Duty 


Friction 
Stays 


for casement windows 
and transoms 


No. 17—180° opening. 
Strong, self-staying to 
hold windows open in any 
position 0 - 180°. Protect 
against wind damage and 
provide adjustment for 
ventilation. Two adjust- 
able friction heads at 
elbow and sash _ bracket 
equipped with Bakelite 
friction washers. Reversi- 
ble for right or left hand 
installation. Only 1%4” 
mounting space needed. 
Heavy cadmium plated. 


Bucket Transom 














Ask your hardware jobber 


or write us 
casement sash and tran- 
soms requiring limited 
opening 20° to 35°. 
No.1734 for wide wine DEAL BRASS WORKS, INC. 
dows opening 20° to 90°. 250 EAST Sth ST © ST. PAUL 1, MINNESOTA 
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No. 174%—For ordinary 


ie ak = ‘ : er : ; 


‘‘We saved valuable shelf space, boosted 
glue sales with the Weldwood 
Counter Model Adhesives Center,” 


NLS. 
k, N. J 
e Stocks the 4 glues that cover 95% of your market. 
e Steps up turnover, increases profits. 
e Color-keyed selector chart helps your customers select 

the right glue. 


Ask your Weldwood representative for details, or write Dept. AL4-28 


a Weldwood’ Adhesives 


Presto-Set Glue e Plastic Resin Glue e Contact Cement 
Waterproof Resorcinol Glue 


. New Y 
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Progress Report—Mechanical Handling 





Do-It-Yourself” Kit For Yard Planning 


Lumber retailers facing storage and materials handling 
problems can find answers in a useful “do-it-yourself” yard 
planning kit published by Clark Equipment Co. 


With the kit, yard owners can plan new layouts and 
storage arrangements, estimate what remodeling or new 
construction is needed and determine what equipment can 
best be employed. The only “tool” required other than the 
kit is an accurate inventory count of all material on hand, 
according to the Clark people. 


Materials included in the kit are a grid sheet, on which 
is drawn a scaled “floor plan” of the entire yard, and ace- 
tate templets which represent all the building material and 
lumber items stocked in most yards. 


By making various arrangements of the templets on the 
grid sheet you can visualize storage and stacking patterns 
Manipulation of another set of templets, representing fork 
trucks and straddle carriers, indicates what equipment will 
perform most efficiently in the new layout. 


Inventory forms and lift truck data are also included 
in the kit, which sells for $10 from local Clark dealers or 
from Clark Equipment Co., Battle Creek, Mich. 


she COMPLETE line 
LEG | ‘ furniture [e98 
bed legs- 


and 


BED SPRING [ame SHELF 7s 
LEGS SPACERS 


WROUGHT 
IRON LEGS 


- 


BRACKETS [i i 
SHELF [ne 
Tapered all steel brass * ...Made of genuine * 


finish, rust resistant. ° hardwood beautifully ; - Heavy duty wrought Revolutionary new way 
Made in 5 popular . tapered, in 8 popular . ° iron for shelves, ° pee me maeeraes, room * 
sizes, automatic self- | sizes from 3%” to 28”. ; ° doorways, flower s, step tables 


leveling glide, tilts, Swivel glide or solid boxes and signs. and shelves. Made 
swivels, adjusts to ; oad ferrule, Gracefully tapered of 8 in two sizes of 


i 1 genuine hardwood. . * genuine hardwood. 
pap aaa ° nr steel clamp - . 
. ° conver’ ny coil or 
EW NEW ae ree meee of ‘ flat sorteg into a 
N heavy steel in 5 sizes, . Hollywood bed. 7” in 
HEAVY | HEAVY easily attached, available | height comes in 
DUTY. DUT in —s brass or mahogany, blond or 
STEEL BRACKET. STEEL BRACKET; copper finish. unfinished. 
for straight or flare style . for straight or flare style. 


DENNIX PRODUCTS CO. 
DEPT. 4-A—33-04 DOWNING STREET - FLUSHING 54, NEW YORK 


MANUFACTURERS OF THE WORLD'S FINEST BED LEGS AND FURNITURE LEGS IN WOOD, METAL AND WROUGHT IRON 
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YOUR VERY BEST moskccrs 
ARE READING ABOUT 


BARRETT RANCHLINE' SHINGLES 


Watch for Barrett’s full-color page in the May issue of Better Homes & Gardens—the magazine 


read by 15 million house-minded readers. 

They'll be drawn to this ad, because it shows them something really new in roofing—long, 
sleek, ‘“Ranchline”’ Shingles. These are the multi-shingles with two 18” tabs instead of three 
12” tabs. On the roof, they produce a sweeping effect that makes ranch and split-level homes 
look longer and lower. They blend perfectly with the design of modern homes. They give home- 
owners something new and different at no extra cost. 

Help the roofers you supply to make the most of this ad. Barrett has prepared impressive 
window cards reproducing the ad, counter cards, reprints of the ad and Barrett folders on the 
new “Ranchline” Shingles. Use these free promotion aids yourself and encourage your roofing 
customers to do the same. 

Now—when thoughts are turning to outdoor improvements—is the time to go out after 
more shingle business. Build your story around the advantages of Barrett “Ranchline” Shingles 
and you'll have something important to talk about. BARRETT DIVISION, Allied Chemical 
Corporation, 40 Rector Street, New York 6, N. Y.; 36th & Grays Ferry Ave., Philadelphia 46, Pa.; 
Merchandise Mart, Chicago 54, Ill; 13827 Erie St, Birmingham 8, Ala; 323 S. 67th St., 
Houston 11, Texas. 


+Trademark of Allied Chemical Corp 


llied 


B35 arrett ROOFS hemical 
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Appalachian Hardwoods are recognized 
everywhere for their fine natural qual- 
ities—soft texture, easy workability and 
attractive graining. Let the foremost 
concerns in this column supply you with 
dependable quality, well-manufactured 
Appalachian Hardwood products. Con- 


sult them on your next requirements 


*Hamer Lumber Sales, Inc., Kenova, W. Va. 


Exclusive Sales Agents for 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Va 
Homer Lbr. Corp., Appalachia, Va 
Manufacturers Appalachian Hardwood Lumber 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill 
Products. Glued Dimension. 


Wood-Mosaic Corp., Louisville 9, Ky. 
White and Red Ocak, Walnut, Poplar, Basswood, 
Beech, Cherry, Mohogany and Lavan Lumber. Do- 
mestic and imported Veneers. Hardwood Fliooring— 
Oak ond Maple Strips ond Laminated Block and 
Special Pattern Flooring. 


*Member Appalachian Hardwoods 


Manufacturers, Inc. 


always specify 
APPALACHIAN HARDWOODS 
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PRINCIPAL SPEAKER was office man- 
ager Lewis, who explained details of 
his firm's profit plan for retail yards 


Jobber tells dealers 


CROWD OF 400 DEALERS, who attended 
special Bildisco show, where special 
sales incentive program was explained. 


Building Specialties Can 


Overcome Sales Slide 


New Jersey jobber stages big products show to announce new 


promotion program. 


Specialty building products, proper- 
ly promoted, can help dealers beat the 
recession. This point was dramatized 
by a special building products show 
sponsored by Bildisco, an Elizabeth, 
N. J. jobber, for 400 representatives of 
200 retail lumber firms in Newark re- 
cently. 

“The fact that so many dealers at- 
tended,” says sales manager Arthur ¢ 
Gershon, “proves that the yards are 
desperately looking for new sales chan- 
nels.” 

Bildisco now has over 325 retail 
lumber dealer accounts handling alu- 
minum and steel prime windows, alu- 
minum awnings, jalousies, aluminum 
combination storm sash, screens, slid- 
ing doors and ornamental iron railings. 
Only a few yards were interested in 
these products a short while ago. 

At the big dinner and specialty prod- 
ucts show, office manager Ed Lewis 
pointed out the high markup obtain- 
able in specialty items. He outlined 
the coming promotion by aluminum 
manufacturers, special sales aids and a 
sales help program launched by Bil- 
disco. 

Lewis dramatized his presentation 
by introducing a “police lineup skit” 
in which numerous “criminals,” who 
take profits from dealers were brought 
before the audience. These included 
the suede shoe operator, unprogressive 
dealer, unscrupulous manufacturer and 
the order-taking salesman. 


Dealers who sign for the Bildisco 
plan will get a big product catalog and 
price list from which to order. Also 
available is a floor display unit, actual- 
ly a house section, showing windows 
and doors installed and operating. 
Dealers who purchase point-of-sale 
displays ($15—-$100) are credited for 
their investment on the basis of 3% of 
sales. 

“The fact that so many dealers not 
only attended our Newark show, but 
signed up for our program (24 new ac- 
counts) at the same time proves they 
want to build sales in the current com- 
petitive market,” declared Gershon. 

Bildisco did $300,000 in its first 
year, 1953; last year it topped $1 mil- 
lion, 


SPECIALTY ITEMS attracted much atten- 
tion at the Newark Meeting Bildisco's 
Ed Leiws, right, helped two dealers 
gather details on a jalousie line. 
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ONLY LOCKWOOD ‘R’ SERIES N OW ViVAba a 
friction-free 


gives you ALL these features! 


% EXTRA STRENGTH — 
knobs are fully reinforced. 


% EXTRA SECURITY — 
bolt has extra long throw. 





% ENDURING SECURITY — 
solid brass 5 pin cylinder. 


%*% STEEL MECHANISM — 
case hardened retractors. 


* CONCEALED THRU-BOLTS — 
piloted bolt sleeves. 


% SELF-ADJUSTING — 
equalized knob projection. 


%& CHOICE OF OPERATION — | ole; .4','{ele) ») 
by turn or push button. RESIDENTIAL Mele! .¢— 


DI h oles oh aw b ORO). Mi slo)t ab elon ame) oltloyeled Moye d-t-t1e(-setoled MBteti-tals) aitelels} 
locks and latches. 


DURABLE — good for a lifetime of service. 
ATTRACTIVE — noh-corrosive, lasting finish. 
FRICTION-FREE — easy, quiet operation. 


LOCK WoOooD 


LOCKWOOD HARDWARE MANUFACTURING COMPANY, FITCHBURG, MASS. 


%* PANIC-PROOF — 
inside knob is never locked. 
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PURCHASING IS CLOSELY CHECKED by the 
monthly electric analysis to keep inventory and 
markup in proper balance. 


ITEMS ON CUSTOMERS’ ORDERS are translated 


EVERY ITEM on customers’ orders is analyzed monthly by the punched card 


system to determine movement and profit margin. into punches on cards by this machine, the only 


piece of office equipment required. 


How New York State Dealer Controls 


Purchasing—Inventory—Pricing 


Punched-card system eliminates guesswork and it costs this 


dealer only $876 a year. 








American Lumberman 
Started this Ball Rolling 


This system was motivated by 
your. article on “Departmen- 
talizing For Successful  Retail- 
ing” in the January 18, 1947, is- 
sue of American Lumberman. 
You said, “Ideally the display and 
promotion departments should con- 
form to the accounting depart 
ment.” 

We have been doing this with 
punched cards since 1948. At end 
of his year we will have 11 years’ 
experience under our belts.—S. / 
Fisher, president, Genesee Lumber 
& Coal Co., Inc., Batavia, N. Y. 








Pricing, purchasing and inventory 
have been closely controlled by the 
Genesee Lumber & Coal Co., Batavia, 
N. Y., by a punched-card system the 
firm adopted 10 years ago. 

A complete monthly breakdown of 
purchases and sales costs Genesee 
just $876 a year. This cost breaks 
down monthly as follows: $60 for 
electrical analysis of punch cards and 
report; $10 for rental of small elec- 
trical numerical card punch used by 
dealer; $3 for punch cards used. 

This is how the system works. A 
clerk translates sales and purchase in 
formation into numbers that are 
punched into the cards. This can be 
done faster with a machine than by 


hand. Every month the cards are 
taken to a local agency, where elec- 
trical machines analyze the cards and 
prepare a report 

This report te.ls Genesee’s president 
S. F. Fisher his pricing percentages by 
product groups; total purchases segre- 
gated into product groups; total sales 
segretated by product category. It al 
so tells him his monthly inventory at 
purchase cost and at retail value an 
the rate of stock turnover. Sub-stand- 
ard performance is quickly noted and 
remedial action taken. 


Answers vital questions. Fisher felt 
he ought to have answers to certain 
questions before he could take intel- 
ligent management action on day-to- 
day problems 

Some of these questions were: 

(1) Do I mark up my _ products 
enough to make a_ profit after 
expenses? 

(2) If so, am I able to single out 
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JF hes 
_” HIGH-SPEED 
DATA PROCESSING 


S. L. FISHER, left, head of Genesee Lumber & Coal Co., watches while his month's paoms sourtasy epics Durees e So 
° ° ° ° ° nte ona usiness Viacnine orp 
business, detailed on punched cards (left), is analyzed by this machine. : 


the particular item that is marked up 
too little or too much? 

(3) Do I have proper turnover in 
my seasonal and special items? 

(4) Do I know from month to 
month the cost and retail value of my 
inventory by classes of items? 

(5) Does my accounting system al- 
low me to expand product lines and to 
delegate more responsibility, yet keep 
departmental and overall control? 

(6) Do I get my information by 
methods that are accurate, economi- 
cal and simple? 

Problem solved. President S. F. 
Fisher has accounting experience. He 
was familiar with punch card account- 
ing systems and wondered if in some 
way one of these systems might be 
used to give him the answers he want- 
ed. He found this was practicable. 

A coding system was worked out. 
[his permitted every product in stock, 
on a Sales ticket or on a supplier’s 
invoice, to be expressed in a_ two- 
digit code. 

First Fisher divided his products 
into seven main groups and assigned 
a number to each. These were: 1. 
Lumber; 2. Stock millwork; 3. Insula- 
tion and wallboards; 4. Mason mate MONTHLY REPORTS analyzed by machine, are posted by Genesee’s bookkeeper 

(continued on next page) on forms showing comparative monthly totals. 
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SPACKLING COMPOUND 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 
For pre-painting preparation—the 
smooth way to “‘crack-proof"’ plaster 
walls, seal open joints and cracks in 
woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
and knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
or fall out. Available in 1, 5 Ib. cans; 
100 Ib. drums; 300 Ib. drums. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. $T. LOUIS 6, MO. 
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American Lumberman 
Dealer Aids 


STORE DESIGN 


architectural services of James N. Lindenberger 


You can have the professional 
Mr. Lindenberger specializes in new and re 
modeled buildings for building materials deal 
ers. He headquarters at American Lumberman 
and works for dealers in all parts of the 
country. Will travel 


STORE LAYOUT: At no cost you can get advice 
on store layout from our editors who are ex 


perts on such problems 


American Lumber 


STORE FIXTURE PLANS 
man's working blueprints for 
tailored to all the materials and products you 


display fixtures 


sell 


PRICING FOR PROFIT: A practical and tested 
method for retail pricing of building materials 
and services. Covers both contractor and con 
sumer sales, and is available in booklet form. 


Write AMERICAN LUMBERMAN, 
139 N. Clark St., Chicago 2, Ill. 


60 


PUNCHED CARD SYSTEM enables president Fisher of Genesee Lumber & Coal Co. to 
watch all operations, take action os required 


rials; 5. Hardware; 6. Paints and glass 

Roofing 

Then each of these product groups 
was subdivided. Each subdivision re 
presented a retail value of $2,500 or 
more. It was important that subdi- 
visions be chosen that would not need 
to be broken down any further for 
financial analysis. 

Thus, the code for 
Fisher’s system is 1-6: the first digit 
is for the lumber group, the 
digit is for all types of plywood. Fisher 
did not require data on specific types 
of plywood for his purposes of analy 


plywoods in 


second 


SIS 


Coding done by clerk. The coding 
of the items is done daily by an office 
clerk. The code of each item appear- 
ing on sales tickets and supplier’ in- 
voices is marked in longhand in the 
margin opposite the item. An experi- 
enced clerk can eliminate this hand 
marking operation and can punch the 
cards directly from the sales tickets 
and suppliers’ invoices. The items on 
suppliers’ invoices are figured at re- 
tail value by the clerk and punched 
into the cards along with other data 
Data punched into the card includes 
the invoice number, the date, the 
product code number, the cost price 
and the retail price. 

At the end of the month all punched 
cards are delivered to a local agency 
where the cards are run through elec- 
processing machines. The 
out the information on 
automatically 


tric data 


machines sort 


the cards and record 


April 28, 


these monthly totals: 

(1) Purchases by days 

(2) Purchases by product 

(3) Retail items sold by day 

(4) Retail items sold by product 

(5) Wholesale items sold by day 

(6) Wholesale items sold by prod 

uct 

(7) Total sales by product 

(8) Cash sales 

(9) Credit sales 

By looking at these reports 
comparing them with previous figures, 
Fisher can see clearly the firm’s per- 
formance in all phases of the business 

“Our system provides us with more 
usable information and better control 
pricing, purchasing and inven- 
Fisher said. “We believe the 
holds the solution in the re- 
tail lumber industry for coordinating 
the display and promotion § depart- 
ments with the accounting depart 
ment 

‘Due to the controls we have, we 
feel we many times the 
of the system in better balanced in- 
ventories, low bank loans at peak 
periods, lower insurance costs and 
more efficient of warehouse and 
yard space.” 

Genesee 


and 


Over 
tory,” 
system 


Save cost 


use 


& Coal Co. has 
six men on direct selling and mer- 
chandising, two estimator-salesmen; 
two bookkeepers; a telephone opera 
tor and typist; two yard salesmen; 
three delivery salesmen and one gen- 
eral millman. The company’s annual 
ales volume falls in) the $500,000 
$750,000 bracket 


Lumber 
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A NATIONAL 
ADVERTISING PROGRAM 
TO HELP YOU SELL 











You’re competing for the consumer 
dollar against automobiles, appliances 
and literally thousands of other 

items. The most important step in 
winning the competition, in making 
your selling successful, is to convince 
the buyer that his first consideration is 
the purchase of a new home. 

That’s why this new West Coast 
Lumbermen’s Association promotion is 


good news for you. This aggressive 


——— ee aw 


campaign will help you increase new 


home sales... homes built with 
beautiful, versatile— -yet economical— 
West Coast lumber. 











DOUGLAS FIF 

west COAST MEMLOCK 
. n 
WESTERN REO CEDA . 
errKa SPRUCE 





Full page, 4-color advertisements 
will appear in leading national 





home service magazines including 
Better Homes and Gardens, Ameri 

> ; can Home, House Beautiful, Living 
Send now for the free “4 for Young Homemakers, House & 
4-COLOR BOOKLET of ; Garden Building Book and New 


Homes Guide 
“How You Can Own a New Home’ ‘ 








WEST COAST LUMBERMEN'S ASSOCIATION 
1410 S. W. Morrison, Room 2417, Portland 5, Oregon 


w E ST Cc oO ray Ss T ce. , Send me FREE booklet ‘‘How You Can Own a New Home’, with color photo 
LU MM = 3 ee R ; Poa ae { graphs of outstanding homes plus facts on new home financing 


Name 
Douglas Fir * West Coast Hemlock 


Western Red Cedar * Sitka Spruce Address 


City 
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OF THE MONTH 


ADD-A-ROOM 


The dealer who hesitates over promoting general re- 
modeling with its many unknown factors, should feel 
right at home with add-a-room business. It’s essentially 
new construction with a full material list, foundation or 
slab, heating and lighting. For this reason, estimates can 
be precise and the profit return assured. 

It usually is the nearest thing to a new house job in 
volume and there’s a tendency to build up the sale as the 
prospects add features. Jobs often start at $2,800 and run 
to $8,500 with the imagination of the customer supplying 
most of drive for a better job. 

The recession is encouraging an increasing amount of 
add-a-room business. A family may be pressed for space 
but hesitates buying a larger, new home. This trend is 
noticeable in the photographs on the page at the left. 
Frequently the older home may be further renovated at 
the same time with new siding, a new roof or millwork 
items. 

At one time added rooms were thought of as essentially 
more bedroom space. Today the room may be for all- 
purpose use—frequently as an extra bedroom—family 
room for informal entertaining. Some become a full-time 
office for doctors, dentists or other professional people. 

Study the quiz below for tips on selling added rooms. 
You will note that product knowledge has been given less 
emphasis than in previous installments in this series. Most 
prospects are interested in how the job will look, what it 
will do for them—not what you tuck into the walls. 


Try This Quiz. 


Read each question. Circle the best answer. 

1. A prospect for an added room calls by phone. On the phone 
you'd 

1. try to get customer's ideas and promise an estimate 

2. tell about your services, arrange an appointment 

3. discuss the best products, stress easy payments 


]T [) F You arrive at the prospects home and go right 


in, complimenting the prospect on their home. 


T [J F The biggest road block you must overcome on a 
big job of this kind is the prospect's lack of confidence. 


In making the call the most important step is to 
1. let the prospect talk about his problem 
2. show photos of jobs you have handled 
3. display samples of the newest products 
[} T [) F A salesman without a photo album of local jobs 


is under a severe handicap. 
[] T [J F Unless the prospect brings it up, it is wise to 
avoid discussing products until a sketch is ready for submission. 
When products come into the picture, the prospect will probably 
mention first 
1. the type of roof 
2. insulation required 
3. style of windows 
T [J F Often a flat roof will be required and you'd sug- 
gest 2” of roof insulation for the job. 
]T [J F Usually the existing heating plant has enough 
capacity to handle added rooms. 
[] T [] F In submitting specifications for the job use the 
same forms as on new homes. 
Answers on page 82 


SUGGESTED LAYOUTS showing how American Lumberman's 
ADservice mats can be used in any size column. Free ADservice 
mat catalogs are available on request. 


ADD A ROOM 

.»-and enjoy 
“NEW HOME” 
LIVING SPACE 


NAME OR SIGNATURE CUT HERE 





LOW AS #00 PER MO. 
fir oes ee | 


LY Laie 
ADD A ROOM... 


“NEW HOME?” comfort at the old address 
| woe! ; (Reedh the quid: sommnatell acy 
. i = to give your family “growing room 

> ime 


| fe to get the extra space you need 
DEN OR STUDY GUEST ROOM = th munimum cost and inconven 
wence 


— Whether you want « big modern 
> wood-paneled family room with 

» floor-to-ceiling glass .. . or a cory 
ed den-bedroom for a teen-age boy or 


LA : 

Tv ROOM girl... we'll help you plan it. And 
we'll tell you about our “pay as you 
enjoy” budget payment plans. Let 


4 





NO 
MONEY . 
DOWN AS LOWAS 00 PER MO. : | 


YOUR NAME 


l-col. layout 


us give you an estimate 














3-col. layout 


SIGNATURE CUT HERE 


2-col. layout 


Ad Layouts 


IIlustrations for these add-c-room 
layouts show beamed ceilings and a 
modern window treatment. Walls are 
paneled. 

Because room additions are planned 
for many purposes, the ad suggests 
a variety of uses. Heading copy tells 
how an added room gives the family 
“growing room.'' The monthly pay- 
ments would be inserted below the 
heading copy. Tile, paneling and doors 
“sign off" the ad. 
| 











YOUR NAME 
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DESIGN TRENDS ADD-A-ROOM 


If all added rooms were merely more bedroom space, 











the designer’s job would be relatively easy. Planning 
would be fairly straightforward—merely retaining the ar- 
chitectural style and doing a good job tying in the roof 


Today, however, many homeowners have ambitious 
plans for their additional! rooms. They may want a new 
family room, a playroom, TV room or an office at home. 


While this may require imagination and more time on 
the drafting board, the end-result often is a more sizeable 
bill of quality materials. Special-purpose rooms, for ex- 
ample, require custom millwork, acoustical products, pre- 
mium paneling and plenty of windows. Assembling an 





“idea file” with shelter magazines and manufacturers’ lit- 


erature as source material, is highly recommended. KITCHEN ADDITIONS frequently are easy to sell dur- 
ing the remodeling of the kitchen itself. Often the 
added space permits an entirely new kitchen layout. 
Dennison & Partridge Co., Newton, lowa, handled this 











job. 
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FLORIDA ROOM, which utilizes jalousies, 
is a popular room addition in this part 
of the south. Materials for this 12’x14’ 
addition were supplied by McGinnes 
Lumber Co., Lakeland. Pine paneling 
was the major item furnished, also roof 
DOCTOR'S OFFICE was added to an older home by the Henry Palmer Co., Langhorne, decking and the broken tile floor. Ma- 
Penna. Many professional men are in the market for this type of added space. terials ran to approximately $1,350. 








POSTWAR HOMES usually require added bedroom space. Fin- PORCH and room additions are combined for the remodeling 
dorff Lumber & Supply Co., Madison, Wis., above, have sold designed by the Little Rock Lumber Co., Mt. Pleasant, Mich. 
scores of rooms for this purpose. 
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Mats That Step Up Ad Results 


To be competitive in attention value, ads need (1) top 


quality illustrations, (2) convincing copy, (3) pleasing ar- 
rangement of pictures and type. ADservice provides all three. 
Opposite page shows one ‘of 34 mat pages available to deal- 
ers. Suggested layouts below show how illustrations can be 


used in ads of any size. Send coupon for big free book ot 


mats and ad ideas 





Fun for all SIGNATURE CUT HERE 


IN A MODERN 
RECREATION 
ROOM 








r 


We'll Help You Plan a Modern 


—— FAMILY FUN ROOM 


| 
La < 


WEEK-END SPECIALS 


vy.“ St A 





YOUR NAME YOUR NAME 


| 


AMERICAN LUMBERMAN 
139 No. Clark St., Chicago 2, Illinois 














Send me FREE No. 2 ADservice catalog 
Send me mat page No. 32. | enclose $3.95 
Send all twelve mat pages Nos. 23 to 34. | enclose $44.90 


Name 
Firm 
Street 
City 


Zone 








there’s fun for everyone 


IN A FAMILY-RECREATION ROOM 


Its great for active teen-age get-together 
wonderful for Dad's card club... for en 
¢ tertaining, games, hobbies. Let ux help de 
\ 
\ 





; ~ign vour family fun room show you sam 
ples of today’s best building materials. And 
‘ we'll tell you about our eaxy payment plan» 
that put no strain on your budget. Come in 
today! 


Complete Materials fer Typical 15 x 20 Room 
As low as $00 per month 

















YOUR NAME 











Your newspaper can set up your ads to look like these, 
or you can arrange the individual mats in layouts of your 
own. Mats can be used over and over again. 

Left: 1 col. x 11 in. ad with mats 337, 339, 335, 334 

Center: 1 col. x 11 in. ad using mats 331, 332, 338. 

Right: 3 col. x 16 in. ad with mats 333, 257, 284, 265, 
273, 298. 
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American Lumberman 


ADservice 














Piece-Price Lumber 
MAT NO. 332 





















































MAT NO. 333 


Mats are shown here 
actual size. This entire 
page of mats offered to 
dealers only at $3.95 

a small fraction of cost 
of original drawings and 
cuts. Mats are in stock 
for immediate shipment 








MAT NO. 335 


a 
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MAT NO. 336 





























oe Le . 
Perf. Hardboard Floor Tile MAT NO. 339 
MAT NO. 338 
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Shamed GARAGES 


oe aes 


Mo 


Bs 


SALES—Bob 

points to detai 

tion instructions. Sa'e: 
aids inciude photo- 
graphs, fo'ders and sca'‘e 
model. 


PROMOTION—DESCRIPTIVE LITERATURE sells construction, 


price and design features of D&W garages. Newspaper ad- é 


vertising is also used. 





BEAUTIFUL and ECONOMICAL 
wae GARAGES 
framed Bi A B Ar 

DOANE & WILLIAMS 


CONSTRUCTION: 
7 ‘Ww i] 


DESIGN: 


a 


Ww 
r 


KREADY-FRAMED: 


g DOANE « WILLIAMS 


BUILDING MATERIALS 


Garage Promotion Talks Quality 


Advertising copy emphasizes brand 
names. New England firm offers ready- 
framed parts to erect-it-yourself customers. 
Budget payments featured. 


How will it look? What will it cost? How long will it take 
to complete? These questions, factually answered, are 
three reasons why Doane & Williams, Willimansett, Mass., 
have steadily increased their sales of ready-framed garages 
over the past four years. 

Bob Zellan, vice-president of the firm, believes the do- 
it-yourself market has reached the point where customers 
no longer plunge into a project with only the materials, 
the blue prints, and the down payment 

Some have been disillusioned with enigmatic instructions 
while others have ended up paying far more than the orig- 
inal estimate. 

Uses six jigs. Serving the more cautious customer falls 
naturally to Doane & Williams. An old firm, established in 
1870, they have built a reputation for skilled workmanship 
in the design and construction of store fixtures. This same 
know-how is used in establishing their ready-framed con- 
struction. They stress the fact that their garages are not a 
“pile of lumber,” not “pre-cut,” but ready framed in large 
sections. 

Framing, with the use of six different jigs for sides, 
ends, and trusses is nearly the limit to which Doane & Wil- 
liams goes. They do not put on the siding, for example, 


66 


nor do they install the overhead garage door. The siding, 
they believe, may be damaged in shipment or erection 
But more important, it may easily be applied by the cus 
tomer and represents a real saving in labor cost. The same 
reasoning is used with door installation 

“It’s surprising,” said Bob Zellan, “how little trouble a 
customer has with the overhead door, if he follows the 
instructions furnished. We were at first a bit doubtful about 
this phase of the operation, but most customers take it 
right in their stride.” 

rhe firm also furnished the customer with a well-planned 
simplified blueprint and instruction sheet. Condensed to 
five steps, they have proved by actual doing that the 
frame may be erected in three hours, the entire garage 
finished in a week-end. 

Quality materials. They are also able to offer variety in 
appearance and style by placing doors and windows 
where the customer would like them. Additions, such as 
patios, may also be had. Window and door changes are 
accomplished by sliding the frame along the jig during 
construction 

Doane & Williams promotes the garages through news- 
paper display advertising and an attractive two-color folder 
showing by cross-section illustration how the sides, ends 
gables and trusses fit together. There are photos of five 
the garage designs. Quality materials, design quality, easy 
erection and budget payments are emphasized in the copy. 

The copy specifies the brand of lumber and siding used 
and why it was selected. It points out that the tongue and 

(continued on page 68) 
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NOW - FROM UPSON 


PRE-GUATED 
—OMnALED 


Pre-coated in 

white, unusual two 

tone effects are 

easily obtained by adding one 
coat after application. Is also 
available plain. 

If you like fast moving items, you’ll want 
to stock up on Upson Striated Board. Here’s 
the perfect combination for quick sales and 
satisfied customers: A beautiful, smart look- 
ing striated finish plus the sturdy, long wear- 
ing and high insulating values of fiberboard. 
, : Upson Striated won’t crack, check, split or 
with the Big Co-op Deal splinter. Deadens sound. Comes in con- 
venient 4’ x 8’ and 4’ x 10’ sizes for a variety 





Watch for the Upson Man 


or mail coupon. 
of designs. 
ee 


THE UPSON COMPANY, 58428 Upson Point, Lockport, New York 


Send me FREE merchandising package and cetails of your Big 
Co-op Deal on Upson Striated Board. 





NAME —” 


POSITION - . ceiling products 
— siding, sheathing 


~ ADDRESS — ALEBPHA /28) 58 wi ae STATE 
oe ee ee ee ee ee ee ee ee ee ee ee 94% wood fibers laminated tor dina strength 
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SPECIAL BOAT STOCK 


Genuine Teak 
and Philippine Mahogany 


Either random or 
specified sizes. 


Thickness — Width — Length 


Direct mill shipment or 
from inventory, our yard 


...intransit rate. 


LCL OR CAR LOTS 


a 


CALL « WRITE + WIRE 


PENBERTHY | 


LUMBER COMPANY / 


5800 SO. BOYLE AVENUE f 

LOS ANGELES 58, CALIF. 
-4511 7 

Ludiow 3-4511_ 


2 ee, 7 4t 


aS —_ 
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WILKO 


SEAMLESS 





Satin Brass Finish 
New Tapered Design 
21 Sizes—3” to 28” 
2-Position Flanges— 
(Straight or 10°) plus 
hardware 


Adjustable glides 
protect floor, carpet 


> 
es WRITE FOR CATALOG & PRICES 


hy 
WILKENSON MFG. CO. 





2916 West Lake Street * Chicago 12, Illinois * NEvada 2-2645 


Some Territories Open for Representatives. 
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CONSTRUCTION DETAILS—-MOCK-UP SECTION affixed to 


lumber warehouse brings quality features to life, helps answer 


questions 











SIX JIGS are used to build sides, ends and trusses. Siding is 
furnished but applied by erect-it-yourself customer. 





GARAGE PROMOTION 


(begins on page 66) 





groove fir siding is kiln dried and that the sills are rot and 
termite-proofed. They also emphasize the extra-wide over 
head garage door with quality hardware. Well-known 
brand names are mentioned throughout the copy. 

Financing, too, is made easy for the customer, with no 
cash down and as little as $10.52 per month—hardly more 
than rental. Arrangements are made with a local bank, the 
first payment to be made in 30, 60 or 90 days. 

Doane & Williams is probably most effective in bringing 
the customer from the doubtful stage to a sure sale with 
their use of display. For every point they make, they have 
some tangible sample to show; nothing is taken for grant- 
ed 

Although sales figures are not available, the firm’s in- 
vestment alone points out the satisfaction of a healthy 
market and as they point out, the sale of a single garage 
is equal to many sales of ceiling tile or a simple repair 
project. 


DISPLAY—GARAGE VILLAGE is the descriptive term given this 
display, which faces well-traveled highway. 





“Want more remodeling business? | 
This Ply Welsh Planning Kit" will get it!” 


SES SS eS So a a ee mS GD GED ED eg 
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Salesman: “‘Here’s something you can really use in 
your business”. 


Contractor: ‘“Yeah...how?” 


Salesman: “Suppose you have a prospect who's in- 
terested in remodeling or adding a room. 
You just give her one of these PlyWelsh 
“Planning Kits”. 


L200 eee ee eee ee ee Cn, 


% 


a eae ae ae ee 
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Salesman: “She just lays the panels down on the scaled 
layout and she can tell exactly how many 
she’ll need and how they’ll look’’. 


Contractor: ‘I get it. She sells herself!” 


i 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
\ 


ee eee 

We don’t believe there’s a remodeling contractor (or a 

do-it-yourself customer) in your area who won’t appreciate 

the help you can give him with this unique PlyWelsh 
“Planning Kit’. 

Of course, it means more business for you because each 

job it brings him means not only a paneling sale, but a sale 


4 
NN 


cee ee eee 
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Salesman: “First she lays out her room on this scaled 
graph. Then she selects the PlyWelsh Pre- 
finished paneling she likes from these scaled 
panels”. 


Contractor: ‘Say, they look like the real thing!” 


4 


tiie 


Salesman: “Right! She sells herself, you get the job, 
and we sell you the “‘package”—everything 
prefinished, everything matches! Saves you 
money because it goes up so fast.” 


——_— i a ce ee ee ce ee 


of all related items in the exclusive PlyWelsh Paneling 
*‘Package”’. 

These PlyWelsh “Planning Kits” are available to all 
PlyWelsh dealers. So why not write, wire, or call for the 
name of your nearest distributor today and start more 
sales coming your way ? 


FINISHED WITH BRUCE PATENTED PROCESS OUT-WEARS SURFACE FINISH 14 TIMES! 


Everything prefinished— 
Everything matches! 


Write for the name of your nearest distributor. 
Manufactured exclusively by the Welsh PlyWood Corporation, Memphis, Tennessee 
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Super-Thin Gas 
and Electric Built-Ins 


New Modern Maid gas drop-in and 
electric griddle units are only 3” deep 
and require no front cutout. As a re- 
sult, valuable drawer space under- 
neath the counter top is not destroyed. 
The griddle on each has a built-in 
thermometer, also a griddle cover. To 
aid the housewife in cleaning, there 
are no exposed bolts on the top. Both 
units are available in either copper- 
tone or brushed chrome. 


¢ Modern Maid gas drop-in griddle 
unit (top, above) has two giant 
burners and two standard burners 
completely new in design. The burner 
caps are easily removed for cleaning, 
each burner has a simmer position and 
is lighted by a tiny pinpoint pilot at 
each burner. The “burner-with-a 
brain” is optional. 


¢ Rings around the burner of the 
electric griddle unit (above) have 
been discontinued and are now formed 
into the top, eliminating the dirt- 
catching crack. Solid burner bowls 
also are used to keep spill-overs out 
of the unit, keep drawers underneath 
the unit cooler and reflect more heat 
into the cooking utensil. 


¢ For further details, write Tennessee 
Stove Works, Dept. AL, Chattanooga, 
1, Tenn. 
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Decorative Room Dividers 


Called Decro-vider, a new decorative 
fiberglass panel screen and room divider 
is adaptable for indoor and outdoor uses 
Made of polyester plastic reinforced with 
fiberglass, its translucent quality allows 
for the diffusion of light to adjacent areas 
Ihe panels are made in a variety of de- 
signs, such as, imbedded metallic gold and 
silver weaves, natural leaf and butterfly 
arrays. Square aluminum, spring type 
floor-to-ceiling tubing holds Decro-vider 
fast in any position, eliminating the need 
of permanent fastening to floors or ceil- 
ings. Styline Products Co., Dept. AL, 3361 
La Cienega Place, Los Angeles 16, Calif. 


Circle No. 211 


Sliding Mirror Doors 


A new line of aluminum-framed, slid- 
ing mirror doors, incorporating several 
designs, are available in both bypass and 
pocket types and in various heights and 
widths. Called Miller MirroGlide, the 
doors “open up” bedroom wardrobe walls, 
dressing rooms, hallways, etc., by the il- 
lusion of increased space. Even outdoor 
views are reflected. By installing pocket- 
type MirroGlide doors, valuable wall 
space can be gained for more flexible 
furniture arrangements. Bypass Mirro- 
Glide doors have a single extruded dual 


track section for easier installation. Frank 
B. Miller Mfg. Co., Dept. AL, 3216 
Valhalla Drive, Burbank, Calif. 
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Prefab Door Lights 


Incorporating imported Bavarian cast 
glass and simulated leaded designs cera 
mically fired onto clear glass, Art Glass 
door lights set a fashion designed to add 
buyer appeal to homes in all price ranges. 
Cast glass has the advantage of admitting 
light while minimizing visibility from the 
outside. It is available in clear, gold or 
green tints in diamond and round pat- 
terns. Door light frames are produced 
in a variety of shapes and sizes in tupelo 
gum, beech, mahogany, maple or oak 
Maywood, Inc., Dept. AL, 815 East First, 
Amarillo, Tex. 
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Wall Retaining Jack 


The new Tapco Wall Retaining Jack 
is designed for use on walls, preferably 
concrete block walls, to build up a sup- 
port in order that the contractor can 
backfill immediately. The jack also pre- 
vents the walls from caving in where 
other pressures such as rain, ice, water 
and other conditions build up a pressure 
on the outside, causing the wall to cave 
in and oftentimes crack. Wall Retaining 
Jacks placed approximately 10’ apart is 
a good insurance against worry about the 
conditions of the wall during rainstorms, 
says maker. The Akron Products Co., 
Dept. AL, Seville, Ohio. 
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More sales over 
your counter with 


NEVAMAR 


THE PREFINISHED HIGH-PRESSURE LAMINATE 
WITH A THOUSAND USES... r~ tf 


. ++ AND JUST AS MANY 
SALES-BUILDING OPPORTUNITIES 











When your NEVAMAR shingle goes up, you start at once to 

channel sales over your counter from many sources. More 

and more contractors and home-improvement firms are 

relying on NEVAMAR surfaces. NEVAMAR is a boon to do-it- 

yourselfers because it gives a smart professional look to the 

simplest job. When NEVAMAR comes to you it is ready for 

bonding to counters, tables, desks, cabinets . . . dozens of 

interior surfaces. In a variety of colors, novelty patterns and 

rich wood grains, it creates surfaces that never need 

refinishing—need little care to keep them beautiful always. 

NEVAMAR is building profitable sales for dealers 

everywhere. Why don’t you start now! 

* As a NEVAMAR dealer, you'll always get lots of selling a ee 
help—colorful banners, counter displays, instruction fold- aaa 

ers, newspaper mats—everything to make your selling job | "Yellow Pages’ | 


= 


easier. Write for all the facts. Te> CHENG | 
NEVAMAR DIVISION: — 


© Ze NATIONAL Boaz Zonal Cone 


Saran and Nylon Filaments — Nevamar High-Pressure Laminates — Wynene Extruded and Molded Products 


NEVAMAR conforms to \ — y ODENTON, MD. @ NEW YORK,N.Y. @ LONG BEACH, CALIF. @ MIAMI, FLA. @ PORTLAND, ORE. 


NEMA specifications 
Charlotte, N.C.: 5640 Wedgewood Dr + Memphis, Tenn.: 1008 N. Watkins . Indianapolis, Ind.: 6479 River View Dr 


Chicago, Iil.: 4900 W. Madison Street 
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Here is a low-cost opportunity 
to get started in the profitable 
ready-mix field — or modernize 
or expand existing facilities. At 
a minimum investment you can 
now get this new Johnson transit- 
mix Econoplant, complete with ex- 
clusive Concentric aggregate- 
cement batcher. It complies with 
most rigid concrete specifications 
because cement is weighed on an 
individual scale, separate from the 
aggregates. Centrally-located, 
sealed hopper discharges cement 
within the aggregates, minimizes 
dusting and pre-mixes materials. 





@ with cement weighed 
on a separate scale 





Econoplant is ideal for clamshell 
charging — has large aggregate 
bin openings. Charging height is 
only 3012 feet. Where desired, it 
can be arranged with belt convey- 
or, open-inclined or vertical-en- 
closed bucket elevator for aggre- 
gates, at additional cost — also silo, 
undertrack screw conveyor for ce- 
ment. Other optional accessories: 
bin signals, water batcher, water 
meter — and weather-proof elec- 
tric control panel for all plant 
motors (a package unit requiring 
only simple field wiring). See 
Johnson distributor or write now. 





C.S. JOHNSON CO., cHampaion, ni. (Mocnring, acowa 


Send us literature on new transit-mix Econoplant 


NAME 


TITLE 





Te cicisstiitiniccnsmens 





a 
CITY. 
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Prefab Fireplace 


A new Coronet model of the prefab 
ricated Uni-bilt Fireplace gives owners 
their choice of two distinctive designs in 
real wood burning fireplaces to harmon 
ize with any style of architecture or room 
decoration. Incorporating the latest prin 
ciples of fireplace and chimney design 
the Uni-bilt Fireplace is completely pre 
fabricated with its own chimney and 
built-in damper. It is prime-coated ready 
for painting; semi-skilled workmen can 
install it in less than one day, says maker 
Vega Industries, Inc., Dept. AL, | 
Brighton & Glen Ave., Syracuse 5, N. ¥ 

Circle No. 215 on Coupon, page 82 
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Roof Deck Clip 


A fastening that stiffens unsupported 
edges in a plywood roof deck at a frac 
tion of the cost of conventional 2 x 4 
blocking is announced. An H-shaped alu 
minum alloy clip, it is slipped over ply 
wood panel edges at midspan between 
rafters or purlins. In place, it stiffens th 
joint between two adjacent plywood pan 
els. Marketed nationally through ply 
wood distributors under the name Ply 
Clip, they cost about 342¢ each; estimat 
ed savings on six actual construction 
jobs ranged from $14.40 to $49 per thou 
sand square feet of roof surface below 
what 2 x 4 blocking would have cost ir 
place. The PlyClips are available for 4%” 
WY", ¥%” and 13/16” plywood. Plywood 
Research Foundation, Dept. AL, 1119 A 
St., Tacoma 2, Wash. 
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Plastic Drawer-Frame Kit 


A solution to the homeowner's grow 
ing demand for built-in storage space is 
Panelyte’s plastic drawer-frame kit. The 
kit includes a kd, easy-to-assemble steel 
frame that accommodates two, three or 


CONCRETE PLANTS «+ BINS + HOPPERS « ELEVATORS + SILOS + BUCKETS four Panelyte high-impact styrene draw 
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ers in three sizes—18”, 27” and 36” wide, 
1544”, 24” and 32%” high. In addition 
to a market in new construction, the 
drawer-frame kit is ideal for adding stor- 
age space in older homes. It can be in- 
stalled in manufactured cabinets or on 
studding to take advantage of idle space 
in kitchen, attic, etc. One-piece molded 
styrene drawers are colorful and non- 
warping, says maker. St. Regis Paper Co., 
Panelyte Div., Dept. AL, 150 E. 42nd St., 
New York 17, N. Y. 
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Adds Three Terrazzo Tones 
Three new terrazzo tones have been 
added to its Vina-Lux reinforced vinyl 
tile line by Azrock Products. The new 
numbers are V-389, Empire, light lime , / 
green with green and white chips; .V-390, 
Saratoga, white with gray and black chips; € § 
and V-391, Golden Gate, white with rus- — Masonite face of each section floats in rigid 
set and gold chips. These numbers are Li galvanized steel frame — will not warp 
available in 9” x 9” size, l 16” thickness bast = Ss Go. Galvanized Steel Frame 
only. Azrock Products Div., Uvalde Rock : 
Asphalt Co., Dept. AL, Box 531, San “bp eunedid 
Antonio, Tex. ~_—_ Masdnite Ponel 
Circle No. 218 on Coupon, page 82 -_ 7 “ paint adherence 
Weed Montie 


Panels of single-piece tempered Masonite with 
“lifetime guarantee” (no splicing of Masonite 


Galvanized stecl frame especially treated for 


Rabbeted joints of steel form weathe r-tight seal 


Picnic Table Frames FEL sce tor tapession of Peal Wood hottom rail for'easy scribing ond 


attachment of astragal 

Homeowners looking for a_ sturdy, 
heavy-duty picnic table for their lawns 
can make their own by using Model No. 
100 picnic table frames of formed angle 
steel welded into a single, one-piece unit. 
Pre-punched steel connectors are said to 
cut assembly time in half. A deluxe mod- 
el, No. 101, provides frame of steel tub- 


ing; open, slide-in seats. The lumber for 
both frames is provided by the dealer. / RAYNOR MFG. | ot © Be Pl dela mm iiilslelt— 


Wood Bottom Rail Design variations available by the addition of 


molding, rosettes and/or glass inserts 


Contact y 


Heyer Mfg. & Sales Co., Dept. AL, 


Circle No. 219 on Coupon, page 82 


Chadwick, IIl. / 
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(continued on next page) 
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Two Doors in One 


The new Sun Valley Senior sliding 
glass door frame accommodates two dis 
tinct type panels, a regular panel for sin- 
gle glazing and %” panel for double 
glazing. The %” panels are specifically 
designed for economical insulated glass 
and eliminate the use of adaptors. The 
regular panels can be used for 3/16”, 
7/32” or 4” glass. Sun Valley’s Senior 5’ 
Door also incorporates a new glazing 
method. The vinyl glazing channel now 
is manufactured in one endless band for 
each light of glass. This design is said to 
simplify the glazing or panels and assure 
protection against weather extremes. Sun 
Valley Industries, Inc., Dept. AL, 8354 
San Fernando Rd., Sun Valley, Calif. 
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PONDEROSA PINE 


TW&J Ponderosa Pine 
is high altitude, 

old growth, 

finest quality 

stock suitable 

for millwork 
manufacturing, 
residential 
construction 

and industrial use. 


sheds for yegF 


Pine with 10 mills in the heart of the High Sierra 
Ponderosa Pine belt to serve you. 


Tantrer.Werster & Jounson. Ine. 


San Francisco 19, California 
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Corbin Screen Door Latch 


A new screen and storm door latch 
introduced by P. & F. Corbin is said to 
need no preinstallation mortising. Called 
a push-pull latch, it installs quickly by 
boring a 134” hole in the wood or alu 
minum door, then inserting the assembly 
It features a lock which also prevents a 
person from automatically locking him 
self out. The latch opens easily with a 
light push or gentle pull. P. & F. Corbin 
Div., American Hardware Corp., Dept. 
AL, 102 Washington St., New Britain, 
Conn 
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Do-it-Yourself Furniture 


A new idea in do-it-yourself furniture 
components is announced. Called DOvid 
ers, they are easy-to-use shelf risers and 
anvone, it is said, can make beautiful 
furniture with them. DOviders come in 
two sizes; 8” wide x 11” high, 8” wide 
x 14” high. They are available in both 
brass and black finish. In addition to 
book shelves, other pieces of furniture 
that can be made with them include room 
dividers, coffee tables, window shelves, 
writing desks, end tables, etc. Any ordi 
nary lumber may be used. SayresCrest, 
Inc., Dept. AL, 3674 Fourth Ave. South 
Seattle, Wash. 
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Insulating Sheathing Board 


Certain-teed’s new Insulating Sheathing 
Board is said to provide superior insu- 
lation for buildings on which it is used 
and its structural strength exceeds that of 
standard horizontal wood sheathing. It 
also retards the transmission of sound 
It is available in two thicknesses and 
three board sizes. The thicknesses avail- 
able are 42” and 25/32”. The board sizes 
are 2° x 8’, 4’ x 8’ and 4’ x 9’. The 
2’ x 8’ boards have tongue and groove V 
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edges on the long side, while the 4’ x 8’ 

and 4’ x 9” boards have square edges 

Certain-teed Products Corp., Dept. AL, 

120 E. Lancaster Ave., Ardmore, Penna 
Circle No. 223 on Coupon, page 82 


Heat-Shielding Plastic Panel 


A new type of structural plastic panel 
has an inner layer of perforated, em- 
bossed aluminum foil, which acts as a 
heat barrier, making it possible to build 
plastic patios for the home which are 
cooler and more livable in bright sun- 
light. Called Foil-Glass, the new plastic 
material passes soft, diffused light 
through the translucent perforations, at 
the same time screening the patio area 
from about 80% of the sun’s heat, says 
maker. The inner layer of foil gives the 
panel a highly decorative appearance, 
which is intensified at night under arti- 
ficial illumination. Resolite Corp., Dept 
AL, Zelienople, Penna. 
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What's Your Answer? 
(Answers on page 77) 


1. Upon what boxcar design feature does the 
industry-wide application of packaged 
lumber shipments largely depend? 

. Why is Clinton Welded Wire Fabric rein- 
forcement for concrete construction so easy 
to install? 

What is the name of the fork lift truck de 
vice, invented by a New Jersey dealer, 
which will enable you to end-load lumber? 

. Describe the Flintkote Shado-Wall System 

for new construction. 
What TV adult western series on Sunday 
evenings will feature residential aluminum 
awnings during commercials May 11 and 
25? 

. Where may you obtain a completely pre 
fabricated wood folding door assembly, 
including everything the customer needs 
in one package? 

. Which manufacturer now offers you one 
adhesive for all plastic biminates? 

. Where can dealers facing storage and ma 
terials handling problems find answers? 

. What technique employed by Potlatch 
Forests in the shipment of plywood has 
cut loading time 25% and eliminated in- 
transit damage to shipments? 

. Which producer has become the first to 
package fir finish lumber? 


HANNE TOATUOAAAA OEE ONDONEN EMONAE THY tune 


More Dealers Than Ever 
are Now Reading 


AMERICAN LUMBERMAN 


BUILDING PRODUCTS MERCHANDISER 


SERVICE-WAY 
.. the all-steel 
basement 
entry door! 


Model ‘'S'’—Single Door pro- 
vides a wide, unobstructed 
opening, with plenty of clear- 
ance for bulky, hard-to-han- 
dle items. Double-action coil 
springs counterbalance door 
for finger-tip operation. The 
heavy gauge steel door is rein- 
forced for maximum strength. 
Overlapping flanges on door 
and frame make it weather- 
tight. A quick release safety 
rod prevents accidental clos- 
ing. Shipped assembled for 
faster and easier installation 
on the job. 


Model “D’’—Dual Doors— 
concealed torsion bar counter- 
balancing for smooth, effort- 
less operation. Flanges on 
doors and frame interlock to 
form a weathertight seal. 
Doors have anti-closing safety 
catches, easily released by a 
touch of the toe. Built of rein- 
forced heavy gauge steel. 
Shipped knocked down for 
quick assembly and installa- 
tion with a minimum of time 
and labor. Sold in two sizes. 


New home builders, or owners 
replacing old-fashioned 
wooden doors, quickly 
recognize the extra 
convenience of all-steel 
Service-way. Modern 
Service-way in single or 
dual door models provides 
direct access from the 
basement to outdoors... 
simplifies dozens of 
household tasks. Makes 
basement space easily 
available for storage or 
recreational purposes. 


Cul Wy onthe modern service entry for todays 


basements. With single door and dual door Service-way you 
can build more income by covering all your market. 


FOR FURTHER INFORMATION WRITE: 


HEATILATOR® 


Heatilator Div., 
Vega Industries, Inc. 
924 E. Brighton Ave. 
Syracuse 5, N. Y. 
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Sell continuous hinges mong: 
from Se. 
merchandiser 





A 58'2"-high display in three 
bright colors to attract all 
customers 

A starter package by Capri provides 
all of the materials and accessories need- 
ed in catering to the do-it-yourself mark- 


Front panel swings open, shows ket. The assortment includes: a fully-tiled 
table and a cigarette box for display, 


how to apply hinges | 
a selection of tables ready for tiling, 


Holds your choice of these four complete kits, tile-cutting tools, trowels, 
cement and a selection of Capri ceramic 


assortments: ; 
) mosaic tiles in assorted colors. A com- 
— all steel plete promotion kit, containing advertis 
— all brass Se ETS 5; ' a: ing mats, publicity materials and mer- 
é 4s chandising suggestions, is included in the 


— steel, brass and aluminum : package, along with instructions sheets 
— steel and brass ’ for hobbyists. Standard Tile Co., Dept 

be AL, 854 Rockaway Ave., Brooklyn 12 
he # 
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Mosaic Tile Starter Package 


Stands on floor or hangs on wall 








Assortments include hinges 30” 
and 48" long (merchandiser also 
accommodates lengths 1’ to 6’) 





Screws visibly packed with in- 
dividual hinges 


Pocket for free how-to literature 


Continuous hinges have a 

natural appeal to all handy- 

men, hobbyists, craftsmen and 

do-it-yourselfers. Boxes, lou- 

ver doors, cabinets, chests— 

all look neater, stronger, 

more modern when they’ re 

equipped with these long-last- 

ing, warp-preventing hinges. 

me ull-Out Table & Cabinet 

Ask your wholesaler for de- . é wa 

tails on M-1 merchandisers A combination pull-out table and cab- 

and their profitable assort- inet works space-saving magic in the kit 
Ti ‘ . chen. The table is 32” wide and is topped 

ences Pv Stanley Hard- with Formica. It pulls out part way for 

ware, Division of The Stanley a small table or extends to a full 54” 

Works, 123 Lake St., New length. With storage cabinet below the 

Britain. Connecticut. fold-away table, every inch of space is 

put to use. A standard unit, it is avail- 

able in either colonial or contemporary 

designs and in any of the 22 Wood-Mode 

colors and finishes. Wood-Metal Indus- 

tries. Dept. AL, Kreamer, Snyder County, 

Penna. 
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Makes Objects Visible at Night 


Called Reflecto-Lite, a new reflective 
liquid makes objects brightly visible at 
night when seen from behind headlights 
or a flashlight, but looks like ordinary 
gray paint at all other times. It can be 
brushed on mailboxes, trees, rocks, curbs, 
step risers. There is enough reflective 
liquid in a bottle to completely reflec- 
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SIEVE aAA@ Hardware 


torize 500 sq. in., says maker. Applica- 
tion consists of merely cleaning the sur- 
face and brushing it on. Minnesota Min- 
ing and Mfg. Co., Dept. AL, 900 Bush 
St., St. Paul 6, Minn. 
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For every door that 


Window with Built-in Bonus swings, slides or folds 


Biltbest Corp. announces a factory in- 
stalled rotor operator free with every 
Roto-Lok awning and casement window. 
Yet, you pay only the same as for a Bonus features for builders are part of every set. It’s the most com- 


push-out unit, enabling you to give your plete, profitable door hardware you can sell. 


customer with every window a built-in = ; 
bonus, says manufacturer. Made of Compare these features on Stanley’s new No. 2987 bi-fold hard- 
toxic-treated ponderosa pine, the rotor- ware shown above: 
operated window is _ vinyl-weather- ‘ . 
stripped. Biltbest Corp., Dept. AL, Box @ For all openings—2' 0” to 6’ 0 
37, Clarence, Mo. @ Compact package, easy to stock 
Circle No. 228 on Coupon, page 82 @ Top-quality hardware—for lifetime performance 
(continued on next page) ” js h, whisper-quiet action 
@ Easily hung by one man 
Adjustable, steel No. 2825 
pocket frame. Only one set 
to stock for all door sizes 
from 2’ 0” to 3’ 0”. 
(Questions on page 75) No. 2800 for by-passing 
. Sufficient wide-door boxcars. See article, pros Soe mac 
page 36. Positive vertical adjustments 
. You just unroll it in place. See ad, inside without loosening screws in 
front cover. door. 
. Roberts boom. See article, page 40. 
. a a x Z nailing a or —_ For demonstrator models and other sales helps, see your distributor. Write 
no gap alii glll-—qee-mneg nag ory for catalog to Stanley Hardware, Division of The Stanley Works, 123 


which serves as a self-aligning backer- rar r 
board for Ashestes Siding. See od, poge Lake St., New Britain, Connecticut. 


4. 
. “Maverick.”” See item, page 10. 
. Kennatrack Corp. See ad, page 9. 
. Pierce & Stevens Chemical Corp. See ad, STA N [ f- Y 
page 13. 
. In a do-it-yourself planning kit published | 
PA Clark Equipment Co. See article, page | This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and siectric 
tools + drapery, industrial and builders hardware * door controls + aluminum windows » stampings + springs 


. Abracing method. See article, page 44. 
. Georgia-Pacific. See ad, page 23. | + coatings « strip steel + stee! strapping—made in 24 plants in the United States, Canada, England and Germany. 


What's Your Answer? 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 
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NEW PRODUCTS 


(begins on page 70) 





Ceiling Tile 


A new insulation board 
tile, Nu-Wood Decorator 
rile, features a simulated fis- 
sured marble design in 12”x 
12” size. Available in gray 
or beige. Wood Conversion 
Co., Dept. AL, Ist Nat. 
Bank Bldg., St. Paul, Minn. 
Circle No. 229 on Coupon, page 82 


Showerfold Door 


Showerfold folding doors 
fold closed with fingertip 
pressure, sealing spray inside 
the tub area. Available in 
decorator colors, easily in- 
stalled. Showerfold Door 
Corp., Dept. AL, 6585 West 
Warren, Detroit 10. 

Circle No. 233 on Coupon, page 82 


Radio Built-In 


Designed for installation 
in kitchens, dens, etc., this 
Radio Built-In is 234” deep, 
has 812” x 8%” faceplate, 
omni-directional antenna. 
Acopian rechnical Co., 
Dept. AL, 1 Shimer Blvd.., 
Phillipsburg, N. J. 
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Dries Dampness 


A Household Kit for dry- 
ing damp air contains 10- 
pounds of De-Moist and an 
easy-to-do chart telling how 
to use it, drawstring bags 
and plastic scoop. G. N. 
Coughlan Co., Dept. AL, 
West Orange, N. J. 


Circle No. 234 on Coupon, page 


Insect Screening 


Quik-Tak rolls of alumi 
num screen are available for 
the single window or door 
impulse buyer. Each carton 
has 16 rolls, each 66” long 
in various widths. Phifer 
Wire Products, Dept. AL, 
Box 9007, Tuscaloosa, Ala 


Circle No. 231 on Coupon, page 


Post for Mailboxes 


A 6’ metal mounting post 
for installing a mailbox on a 
house can be positioned any- 
where at any height. Of rust- 
proof aluminum, post has 
black finish. Kursh Products, 
Dept. AL, 3150 W. 32nd St., 
Cleveland. 

Circle No, 235 on Coupon 


Combination Insert 


An insert converts blank 
tlush doors into combination 
doors. By raising single-hung 
aluminum sash, ventilation ts 
possible without opening 
door. Visador Co., Dept. AL, 
P. O. Box 10312, Dallas 
Tex 
Circle No. 232 on Coupon 
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Tile Grout Cement 


Medusa White Dry Wall 
Tile Grout Cement is for 
mulated exclusively for use 
in dry wall construction. It 
is packed in 25-pound car 
tons. Medusa Portland Ce 
ment Co., Dept. DW-AI 
P. O. Box 5668, Cleveland 


Circle No. 236 on Coupon, page 





Trade Mark 


PONDEROSA PINE — SUGAR PINE 
WHITE FIR 


DOUGLAS FIR 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


Registered 











Circle No. 50 on Coupon, page 82 April 28, 1958, AMERICAN LUMBERMAN AND 





Alsynite Display Rack 


A new display rack for Alsynite trans 
lucent fiberglass panels is lightweight and 
portable. The A-frame rack is grooved 
to accommodate Steplap and Corrugated 
panel sets in vertical display to boost 
handyman sales. A convenient pocket on 
the rack holds take-away copies of Al- 
synite’s colorful brochure, describing and 
picturing the complete residential line. 
Alsynite Co. of America, Dept. AL, 4654 
De Soto St., San Diego 9, Calif 
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Decorating Guide 


A new 1958 decorating guide, entitled 
‘Give Your Home that Decorator 
ouch,” includes 20 complete color 
schemes, each with a die-cut window to 
permit the customer to insert a choice of 
three or four specified paint chips in or 
der to arrive at the paint color she pre 
fers. The 36 paint chips in the booklet are 
removable to permit experimentation as 
pictured below, making the booklet a do 
it-yourself kit. Colorizer Associates, Dept 
AL. 345 N. Western Ave., Chicago, Ill 


Circle No. 238 on Coupon, page 82 











‘‘Everything’s been rosy for Sellwell, since 
he started suggesting ‘‘ScotcH”’ Brand 
Masking Tape with every paint sale.” 


iw 
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Washers Put Up in Clips 


All standard Milwaukee Wrot Washers 
in the popular sizes from 3/16” to 5%” 
(bolt or shaft sizes) now are available 
pre-counted and pre-packaged in metal 
clips. The number of washers in the 
package, called Klip-Pac, depends upon 
the size of the washer desired. The clips 
in turn are packaged in printed cartons 
with Mylar windows so that the contents 
will be clearly visible. Size of washer and 
quantity 1s printed on outside of carton 
Wrought Washer Mfg. Co., Dept. Al 
2105 S. Bay St., Milwaukee 7 


Cc e No. 239 on Coupon, page 


Western Red Cedar Booklet 


“How to Sell Western Red Cedar”, a 
new booklet, is companion literature for a 
15-minute full-color, sound-slide film. 
Used together, they are planned as a sales 
training meeting “package.” The illus 
trated, pocket-size publication gives perti 


(continued on page 81) 
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“We saved valuable shelf space, boosted 
glue sales with the Weldwood 
Counter Model Adhesives Center,”’ 


N. J. 
kN. dL 


e Stocks the 4 glues that cover 95% of your market. 

e Steps up turnover, increases profits 

e Color-keyed selector chart helps your customers select 
the right glue. 


Ask your Weldwood representative for details, or write Dept. AL4-28 


i Weldwood’ Adhesives 


Presto-Set Glue e Plastic Resin Glue e Contaet Cement 
Waterproof Resorcinol Glue 
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American 
Lumberman 


Classified 





Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 
1 Time —30c per word for each insertion. 


Minimum charge of $1.50 per line. 
3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 
Add $1.75 per insertion for blind ads bearing 


box number. 


No agency commission or cash discount 


allowed. 


All ads for classified section must be in Pub 
lisher's office 14 days preceding date of pub 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 


mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 








HELP WANTED 








BUSINESSES FOR SALE 


MISCELLANEOUS FOR SALE 

















DETAILER - BILLER 


A reliable and experienced man wanted by 
old established millwork company in middle 
west. Must be qualified in architectural 
millwork. Good salary and opportunity 
Please give full detail of experience, per- 
sonal background and availability. Address 
Box C-20 American Lumberman, Inc 


Assistant Manager, independent retail lum- 
ber yard, Southeastern Iowa, University 
town. Man with experience, competent, ag- 
gressive, knowing all phases of building 
material operation. Good salary, profit shar- 
ing. Group insurance. Address Box C-35 
American Lumberman, Inc 


COST BOOK “A” ESTIMATOR 
For architectural woodwork manufacturer %4n 
Georgia city. Must have good background 
and record of accuracy. All replies will come 
direct to the president and will be treated 
in confidence. If application warrants, a 
personal interview will be arranged at com- 
pany’s expense, and references will not be 
contacted until applicant approves. Address 
Box C-36 American Lumberman, Inc. 





SITUATIONS WANTED 











Experienced—College trained lumberman 
desires position as manager of independent 
Retail lumber yard with possibility of fu- 
ture purchase of stock. Address Box B-61 
American Lumberman, Inc. 


Bookkeeper—familiar with lumber terms, 
middle age; self employed for some time. 
Like distribution yard, wholesale or some 
manufacturing. Consider other. Address Box 
C-29 American Lumberman, Inc 


Experienced lumberman wants position 
managing wholesale carload business or 
wholesale distribution yard or Salesman in 
Industrial Department. Address Box B-38, 
American Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 











Manufacturer wants salesmen to sell Western 
White, Engelmann Spruce. Address Box C-32 
American Lumberman, Inc. 





LUMBER & DIMENSION 
WANTED 











Plywood cuttings or shorts not over 1%” 
thick. Will pay $30.00 per ton, loaded on 
cars. Dayton Lumber Company, 4430 N 
Dixie Dr., Dayton, Ohio 


80 


Prosperous building material business in 
Michigan’s best tourist town. Ample ware- 
houses and yard space. Large, modern sales- 
room. Best of prospects. Would prefer to 
lease land and buildings. About sixty thous- 
and will cover stock and equipment. Apply 
Box B-43, American Lumberman, Inc. 


FOR SALE: Retail Lumber Yard in heart of 
Permian Basin Oil Field. Located in city 
having experienced fabulous growth in past 
ten years, and in which sound economists 
and all who know area predict continued 
substantial and even greater development 
Approximately $45,000.00 inventory. Terms 
available. Business is now decidedly a going 
concern. Owner has acquired real estate and 
other outside interests. Past volume of busi- 
ness from $325,000.00 to $450,000.00 yearly 
Records and past income tax payments avail- 
able. Those answering this a will be inves- 
tigated before discussion of sale. Address 
Box C-33 American Lumberman, Inc 


Business For Sale 
Building material and coal, annual volume 
$350,000. New buildings, good equipment, 
plenty of rail trackage. Northern innesota. 
Owner retiring. Address Box B-56 American 
Lumberman, Inc. 


Lumber yard in small Southern Kansas Com- 
munity. Volume potential over $100,000 
Ideal for single owner or chain yard opera- 
tion. Address inquiry to Box C-37 American 
Lumberman, Inc 





MISCELLANEOUS FOR SALE 








CARPENTERS APRONS 
Write for prices and information 
THE MINNESOTA SPECIALTY CO. 
inneapolis, Minn 


DOUBLE YOUR INCOME from your news- 
paper advertising by using our Low Cost 
“Timber-r-r” cartoons. For FREE roofs 
write LILLY ADVERTISING CARTOONS, 
Box 167, Long Beach 1, Calif. 


SIGN LETTERS 
GET 24 HOUR ADVERTISING 
FROM YOUR SIGNS. 
Our 1114” White Wood Letters are treated 
with a reflective material that shows bright- 
ly at night when auto lights shine on it. 
For prices and information write: 
TAYLOR MAUN LUMBER CO. 
MAN, WEST VIRGINIA 


FOR SALE—RETAIL LUMBER BUILDING 
Due to death of owner, 15,000 ft. floor 
space. Good Building. No stock. Did good 
volume. Would consider leasing. 

Box 89, Muncie, Indiana 


Printers Builders Forms 
Contracts covering Remodeling, Repairing 
Painting, Plumbing, Sub-Contracting, Credit 
Applications, Payroll, Job Cosis, Inventory 
Estimating Forms, Estimating Books. “Save 
Time & Money”. Request sample list. YALE 
PRINTING, San Antonio 12, Texas 





MACHINERY FOR SALE 








MILL MACHINERY 
Band Saw 64” wheels, 8” saws 
Knight Carriage, 4 blocks 20 or 36’ long 
No. 1 Boss Timber Surfacer, size 30”x16” 


Ross Carrier, Model 70, 5 ton 
Mall Chain Saw No. 7 (Gasoline) 3 foot cut. 


e 


Monarch Uni-point circular CC Saw 5 H.P 

Burroughs Moon Hopkins No. 7200 Calculat- 
ing Machine 

Elliott Postal Card Printer 

2 Kardexes - 14 drawers - cards 3x5 

Above machinery in excellent condition 

with motors, starters, switches and fans 

Bishop Lbr. Co., 2315 Elston Ave., Chicago 

Tl. 


CLDEALER POINTERS 


Scissors Lift Saves Man 


Converting a standard chassis Ford 
truck into a truck with a hydraulic 
lift truck with a height capacity of 
144% feet has enabled the Gregory 
Lumber Co., DeLand, Fla., to elim- 
inate One man on car unloading op- 
erations. Gregory’s railroad siding is 
six feet above yard level and unload- 
ing was always a problem until they 
bought the lift for $1,800 plus $106 
for mounting. 

The lift body has enabled direct 
truck to second-story warehouse un- 
loading operations, impossible with 
the old flat-bed body. 
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. va . : } : . ‘ 16 types of hooks (blister-packed on 
SALES AIDS aoe a | ‘ 4 aie cande’, 3 sizes of Dur-O-Pes 
(begins on page 79) ; Be board and storage space with extra books 
Duro-O-Peg Fabricators, Inc., Dept. AL, 
1851 Blue Island Ave., Chicago, III 
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nent facts and fingertip selling points for 
Western Red Cedar Beveled Siding and 
Tee-Gee paneling. Western Red Cedar 
Lumber Assn., Dept. AL, 4403 White- 
Henry-Stuart Bldg., Seattle, Wash. 
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‘Get a Lift Out of Cooking’’ 


Major theme for 1958 advertising and 
promotion materials of Geo. D. Roper 
Corp. is built around the theme, “Get a 
Lift Out of Cooking.” The theme provides 
a family tie-in between Roper’s national 


Aluminum Grass-Stop 


Nichols’ aluminum grass-stop is now 
available in a self-service display package 
with a carry-home handle that holds a 
24’ length of corrugated aluminum, four 
inches deep. The maker’s 1958 line also 
includes display-packaged 40’ lengths of 
the grass-stop in 4”, 6” and 8&8” depths. It 
may be cut into needed lengths easily 
with garden shears and cannot damage 
the blades of lawn mowers, says maket 
Nichols Wire & Aluminum Co., Dept. AL, 
1725 Rockingham Road, Davenport 
Iowa. 
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consumer magazine advertising and ex- 
panded local-level promotional programs 
It also is emphasized in Roper’s 1958 cat- 
alog and in the firm’s trade advertising 
To acquaint dealers with available point 
of-purchase materials, the firm has pre 
pared “Get a Lift” portfolios. Geo. D 
Roper Corp., Dept. AL, Kankakee, III. 
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Hang-It-All Display 


A new self-service, self-merchandising 
display of Hang-It-All hooks and per 
forated hardboard panels is available. En- 
tire unit takes only 2’ x 3’ floor space 
It comes with a complete assortment of 


Flip-’n-Fold Package 


A new flip-’n-fold package converts 
into a point-of-purchase display to help 
sell the maker’s all-steel sandpaper Drag- 
on-Skin. The new package consists of 
basic cardboard carton that can be used 
as a counter display or stock carton, plus 
attractive containers for individual sheets 
of Dragon-Skin. The carton is designed so 
that its top flap can be folded up and 
over exposing copy printed underneath. 
Individual sheets are in boxes partially 
open to give the customer a chance to 
see what the product feels like. Red Devil 
Tools, Dept. AL, Union, N. J. 
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=> NO. 1 Threat to LUMBER! ; 
Let SPECIALISTS Protect You 


Destruction by fire brings costly interruption of business and 
subsequent earning. 


Costly damage can also result from windstorm, explosion, 
hail, vehicles, air craft, smoke and riot. 


At last these hazards are insurable in one low cost, dividend 
paying, comprehensive form, -— 


Ask For More Information 


“THE LUMBER MUTUALS” 


Central Mutual Ins. Co., Van Wert, Ohio. 





indiana Lumbermens Mutual Ins. Co., indianapolis, Indiana 


Writ 
or voll The Lumber Mutual Fire Ins, Co., Boston, Mass. 


Pa bee The Lumbermens Mutual Ins. Co., Mansfield, Ohio 


st Lumbermens Mutual Casualty Co., Chicago, Illinois 


Pennsylvania Lumbermens Mutual Ins. Co., Phila., Penn. 
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DOOR HINGES & 
BUTTS FOR 
EVERY PURPOSE 


HINGES FOR 
FOLDING SCREENS 
AND LOUVERED DOORS 


Special Hinges 
To Order in Quantity 


Complete Electro-Plating Plant 
on the premises enables us to 
give almost immediate service 
on Special Finishes. 


CONTINUOUS HINGES 


Oo ) 
| O fe) 


@ Write for our Stock Sheet. 











© All Standard widths — sizes — finishes 
PROMPT SHIPMENT! 


@ Specials Made to Order in quantity 
Write for LOW Prices — TODAY! 


Catalog No. 38 on Request to Rated Firms 
Write on Business Stationery, 





Since 1900 
S. PARKER HARDWARE MFG. CORP. 
Phone WAlker 5-6300 
27 LUDLOW STREET @¢ NEW YORK 2, N: Y. 
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, How to Use Biddle” tor increased 
New Literature profits in your business is the subject of ANSWERS TO THE 
> > . > Purc 9 8 . ee —_ 

a new folder. The Biddle Purchasing REMODELING Ql 17. 


Technical Data Service, designed to give you big buying 
power, enable you to know where and (begins on page 62) 


Merchandising Units. A colorful new when to buy at the lowest prices, on the 
12-page booklet, entitled “Self-Selection best terms and deliveries, is fully dis 
Merchandisers,” illustrates and lists over cussed. Biddle Purchasing Co., Dept. Al Two 
12 new, complete merchandising units fot 280 Broadway, New York 7, N. Y. False. It requires a good 15 minutes to 
presenting practically every type of mer- ee a Ye ee ee size up the home and explore its pos 
chandise from hard lines through soft sibilities for remodeling. If a night call 
lines. Units are shipped complete with is necessary, it's imperative to stop by 
Spacemaster slotted merchandising frames Consumer Data during the day to view the home 
and all brackets, shelving and accessory 
items needed for complete assembly. Re- 3. True. Prior to the first formal call sug 
flector-Hardware Corp., Dept. FP-2-AL, ‘How to Use Hand Tools” is the title gest the names of people in the neigh 
1400 N. 25th Ave., Melrose Park, Ill of a revised and enlarged edition of a borhood where you have done remod 
booklet offered several years ago. The eling. Distrust is in the back of the 
‘ new edition contains 40 pages and is il prospect's mind and must be removed 

Clark’s CY-40. A_ six-page, full-color lustrated with 58 how-to-do-it pictures A feeling of confidence helps close the 
brochure giving complete specifications showing 30 different tools in use. Cres sale, makes it easier to complete the job 
of the CY-40, a pneumatic tire gas-pow- cent Tool Co., Dept. AL, Jamestown, 
ered fork truck of 4,000-pounds capa- N. ¥ One. Let the customer talk. It guides en 
city, is available. Descriptions of ali ma ; Sh fe ee eee tirely the salesman's presentation that 
jor components are included, with charts . airs shied Cina follows 
and tables giving capacity ratings, upright Wrought Iron Ornamentation. Two 
pull new illustrated circulars describe Versa True. It establishes you as a successful 
dealer in the prospect's own community. 
to supple 
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dimensions and grade and drawbar 
ratings. Clark Equipment Co., Industrial Wrought Iron Railings and Columns, 
Truck Div Dept. Al Battle Creek, their simplicity of erection either by do- Use manufacturer's literature 
Mich it-yourselfers or contractors. Outside and ment job photos 
inside uses include as room dividers, bi- 
level construction, recreation room dis- 
Grading Rules for Roof Decking tinctiveness and for stairway installation, 
Western Pine announces grading rules for where safety is a first consideration. Vet 
roof decking in a new “Supplement No sa Products Co., Dept. AL, Lodi, Ohio Three. Windows usually pop up right 
5 Iwo grades—Selected and Commer away. First comes the type to be used 
cial—are described in the new rules. Both , then the specific brand. 
have a maximum moisture content Kwikset Modernization Kit. A com- 
striction of 15°‘ on the surface. The pletely illustrated folder demonstrates 3. False. At least three inches of roof in 
grades cover decking 2” and thicker and how to use the Kwikset Modernization sulation. 
5” and wider. Copies of the rules cover Kit to replace old style mortise locks er ee ee ee ee 
ing decking may be obtained by writing with modern Kwikset “400” line lock- 10 h 4 oF 
for “Supplement No. 5”. Western Pine sets. A copy of the folder may be ob out of saath ee net ne ae sk 
Assn., Dept. AL, 510 Yeon Bldg., Port tained by writing to Kwikset Sales & FOOM requIVes suppremenary heeting 
land 4, Ore Service Co., Dept. AL, Anaheim, Calif True. There are just as many details to 


True. Concentrate on what the room 
will do for the customer; its appearance 
how it will attract favorable comment 
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as on a new home 


n Coupon, page 82 Circle No. 251 on Coupon, page 82 cover 


“WHAT’S NEW!” 


1t 12 13 15 16 17 #18 


10 
FOR INFORMATION ON 21 22 23 25 27 30 31 32 33 35 36 37 38 
41 42 43 45 47 50 51 52 53 55 56 57 58 

70 

90 


Advertised Prod ucts 61 62 63 65 67 ™°«72 «73 75 76 «77 «78 
81 82 83 85 87 91 92 93 95 96 97 98 
Circle the numbers at the right which Sd 101 102 103 104 105 106 107 108 109 110 111 112 113 114 115 116 117 118 119 
atone og advertisements on which yeu 121 122 123 124 125 126 127 128 129 130 131 132 133 134 135 136 137 138 139 
ae 141 142 143 144 145 146 147 148 149 150 151 152 153 154 155 156 157 158 159 
161 162 163 164 165 166 167 168 169 170 171 172 173 174 175 176 177 178 179 
181 182 183 184 185 186 187 188 189 190 191 192 193 194 195 196 197 198 199 200 
FOR INFORMATION ON 201 202 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 218 219 220 


pe ‘ Be 221 222 223 224 225 226 227 228 229 230 231 232 233 234 235 236 237 238 239 240 
What's New” Items 
Circle the code number at the right which 
Sean s wennber lected of the ond 241 242 243 244 245 246 247 248 249 250 251 252 253 254 255 256 257 258 259 260 
of that particular “WHAT'S NEW” item. FA 261 262 263 264 265 266 267 268 269 270 271 272 273 274 275 276 277 278 279 280 
281 282 283 284 285 286 287 288 289 290 291 292 293 294 295 296 297 298 299 300 
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Position 





Nome 
(Pleose Print) 





Company 





City 
Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill. 


April 28, 1958, AMERICAN LUMBERMAN 





T al ry. ’ % 6 T % r D T 
/ 4 Pacific Lbr. Co., The 
A D \ E R I I s K R he) | N D D y Parker Hardware Mfg. Corp., 5 
Penberthy Lbr. Co 


Pennsylvania Lumbermens Mutual 





Hamer Lt Si 


American Lumberman r Lb 
Heatilator Div 


American Steel & Wire 
Div. of U. S. Steel 
Appalachian Hardwood 


Barclay Mfg. Co., Inc 
Barclite Corp. of America 
Barrett Div., 

Allied Chemical & Dye Corp 
Bestwall Certain-teed Sales Cor; 
Black Diamond Lbr. Co., The 
Bostwick Steel Lath Co., The 


Bunyan Lbr. Co., Paul 
Johnso1 


Central Mutual Insurance Cx 

Cherry River Boom & Lbr. Co 

Chicopee Mills, Inc., Lumite 

Colorado Fuel and Iron Corp., The c 
Columbia-Geneva Steel Div 31 Kennatrack Cor; 


Consumers Glue Co y Sub. of Ekco P: 
Crescent Plastics, Inc 7 Knape & Vogt Mfg 


Crossett Lbr. Co Kyanize Paints 


Dennix Products Co 54 Life 
du Pont de Nemours & Co., Inc., E. I 


eo 


Home Maintenance 


Lockwood Hardware 
Lumber Mutual Fire 
Lumber Mutuals, 
Lumbermens Mutual Casualt 


Insurance 0 
Pierce & Stevens Chemical Corp 
Pittsburgh Plate Glass Co 


Silerest Co The 
Simpson Logging Co 
Southwest Lumber M 
Stanley Hardware 
Div. of The Stanley 
Stanley Tools 
Div. of The Stanley Work 


nc 


-Proof (¢ The 


lywood Cory 


Lumbermens Mutual Insurance 


Flintkote Co.. The 


lassev-Fe 
Georgia-Pacific Corp 2: McCall 
Gerrard Steel Strapping 


Div. of lt Stee! linnesota Mir 


Habitant Fence, Inc 


“He didn't own a scooter ’til he 
sold his business through that 
AMERICAN LUMBERMAN classified ad” 


Whether you're looking for a new job... 
a new man to fill an old job. . . want to 
buy or sell equipment, lumber, a business 
—you'll get results by using the classified 
pages of AMERICAN LUMBERMAN! 


American Lumberman 


139 N. CLARK STREET @ CHICAGO 2, ILLINOIS 


BUILDING PRODUCTS MERCHANDISER 


Menominee Indiar 
Mi ng 


f The Weather-Proof 
West Coast Lumbermen’s Assn 
Western Red Cedar Lbr. Ass: 
Weverhaeuser Sales Ce 
Wilkensor fs Co 











Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 
Air-dried QUALITY LUMBER Kiln-dried 
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“Switch to Ardox saves 


189; pounds of nails per home” 
... feports builder of LIBERTY HOMES 


By using Ardox spiral nails in Liberty 
Ready-Cut Homes, the Lewis Manu- 
facturing Company of Bay City, 
Michigan, cut its nail requirement 
from 401 pounds to 211% pounds 
per home. This saving is accomplished 
in a three-bedroom ranch type with 
a 42’ x 32’ foundation. 

Other advantages reported by 
Lewis Manufacturing are easier driv- 
ing and extra holding power. Accord- 
ing to Hector Shaw, a Lewis 
carpenter foreman, “‘we found that 
once the Ardox spiral nail is driven 
into wood, it’s there to stay.” 


This threaded-to-the-head Ardox 
spiral nail actually costs less than the 
familiar straight shanked nail be- 
cause there are more nails per pound. 
This saving, combined with the extra 
holding power, ease of driving, and 
less splitting, can cut your costs 
immediately. 

Try them and keep track of the 
savings. If your local distributor does 
not have Ardox spiral nails in stock, 
get name of your nearest supplier 
from Jones & Laughlin Steel Cor- 
poration, 3 Gateway Center, Pitts- 
burgh 30, Pennsylvania. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 











Like your sales big? 


SELL THIS! 


SiS 


























FiBERGLAS 


$100-$300 UNIT SALES : = Sa 


are yours when the Do-lIt-Yourselfer 
builds his own porch, patio or breezeway! 


Big sales... big market! Thousands are building screen porches. 

Additional thousands need porches for added living space and cool, outdoor 
summer comfort. 

Your chance for many sales. Big sales. Your chance to sell up to $300.00 
worth of screening, framing and related items at once! Ask your wholesaler 
how you can participate in the Chicopee-Reynolds patio promotion. 

Get your free point of purchase patio display and free porch-patio plans 

for your customers! 


CHICOPEE Fiberglas Screening 


The do-it-yourself screening that’s best for porches and patios because 
it's the easiest to work with, dent-proof and longer-lasting. 


CHICOPEE MILLS, Inc., Lumite Division, 47 Worth Street, New York, N. Y. 
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No other available wood offers such versatile 
advantages to architect, builder and owner. 
Dimensional stability; freedom from swelling 


* 
Sound design and shrinkage; resistance to weather, decay and 


termites; natural beauty and ability to take and 
hold paint or other finishes; easy workability 


deserves the Redwood excells in all—but only if properly 


—_— processed from forest to homesite. The Pacific 
sound durability Lumber Company, oldest major Redwood pro- 

ducer, has continually pioneered the advanced 
manufacturing practices which provide the pre- 


and ageless beauty of mium values of Redwood at its best —at no extra 


premium in cost. Make sure to match soundness 


Redwood t it bh t of design with the sound durability and ageless 
a S es beauty of Palco Architectural Quality Redwood 





See Sweet's Architectural File, or write for your personal $0 our cy 
reprint of the bulletin outlining specification data, PALCO 98 
Redwood patterns, sizes, grades, grains, etc 


Spiny ta ha Cont DALE, 


THE PACIFIC LUMBER COMPANY 


Since 1869 « Mills at Scotia, California 


100 BUSH ST., SAN FRANCISCO 4 © 35 E. WACKER DRIVE, CHICAGO 1 © 2185 HUNTINGTON DRIVE, SAN MARINO 9, CALIF 


Oo F ctf @oeewn t aA reo WSO CO DO AS: 3 ©8 Cia TAO 
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